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“PLECKER’S” 
GALVANIZED EAVES TROUGHS 


AND 


CORRUGATED EXPANDING CONDUCTORS 


PRING is on its way, despite the present hard winter. With it will 
come the melting of the snow and then the heavy rains. This 
means that good eaves troughs and conductors will be needed, to = 
replace those that have rusted away, in order that the roofs of the E 
houses and barns in your territory will be properly drained. Prepare = 
now for this extra rush of business, order a supply of 


“PLECKER’S” 
GALVANIZED EAVES TROUGHS 
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AND Z 
CORRUGATED EXPANDING CONDUCTORS 
HEY are made of Keystone Copper Bearing Steel, one of the ; 


best metals known for these purposes, as it effectively resists rust 
and corrosion. These eaves troughs and conductors are practically 
unaffected by weather conditions, being exceptionally strong and du- 
rable. They will give many years of the very best service. They cost 
no more than the ordinary kind, so why not serve your customers 
with the best? Merits like these are worth looking into—they bring 
satisfied customers and bigger profits. 
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WRITE TODAY FOR OUR CATALOG LISTING TIN PLATE, 
TINNERS TOOLS AND SUPPLIES OF ALL KINDS 


CLARK-SMITH HARDWARE CoO. | 


PEORIA, ILLINOIS 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS. ‘54 Land 55. 
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because the smoke pipe passes up through the 
center of the vent pipe, and forces the 
vitiated air out of schoolrooms provided with 
the 


FRONT RANE School 


Heater and Ventilator 


which is so built that simply turning a damper 
makes it take from outdoors all the air com- 
ing into the rooms. This pure, outdoor air 
is heated, humified to exactly the right de- 
gree and then passed into the rooms, chang- 
ing the air in them several times an hour. 







School Boards order 
on sight. No trouble 
at all to sell. 


The FRONTRANE Steel Furnace 


for residences, stores, etc., is “fool proof”; simply yet scien- 
tifically built; stays in order; burns any fuel and gets more 
heat from it because of its longer fire travel. 


Easiest selling and most satisfactory furnace made. We help 
you sell—first by all sorts of “dealer helps,” then by a National 
Advertising Campaign in which we are spending thousands 
of dollars. 


Don’t you want to join the FRONT BANE cCLus? 


Write to us today for particulars. % 


Haynes-Langenberg Mfg. Co. *st'tous, Mor” APE MANS, 
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ANNOUNCEMENT of the Third Liberty Loan has 
been made by the Treasury Department, which says 


that the loan will undoubtedly exceed in 


Third = amount not only its two predecessors in 
Liberty | ° . b , es o] > wre loz 
nya this country, but any single war loan or 


any other loan, ever offered in the his- 
tory of the world. Certain indispensable factors are 
expected to be fully operative in the handling and 
gathering of the vast funds required for the successful 
flotation of the Third Liberty Loan. To be success- 
fully absorbed without interfering with the essential 
processes of industry, the whole nation must respond 
to the Government’s request for popular aid. lvery 
man, woman, and child will be required to make such 
personal sacrifices as will enable all to subscribe to 
the limit of their resources. 

Accurate statistics regarding the precise number of 
subscribers to the last loan are not yet available. It 
is estimated, however, that ten million persons con- 
tributed in varying amounts to the needs of our coun- 
try. Those who are in a position to forecast the prob- 
abilities with reference to the new loan are of the 
opinion that fifteen million of our people will partici- 
pate in it. It is evident that every individual member 
of the nation will need to exercise greater thrift and 
closer supervision over the spending of every dollar. 
Economy must take the place of wastefulness. [*ru- 
gality will have to be substituted for extravagance. 
Wholesome food and plenty of it will have to occupy 
the dishes formerly devoted to needless table luxuries. 
We must cease to hire others to do for us the common 
tasks of life which we can perform for ourselves. 

Our Government does not want its people to make 
any sacrifices, however which would have the effect 
of lowering their vitality or which would entail hard- 
ships detrimental to the health and prosperity of the 
nation. In order to lend the vast sum required, in- 
dustry must go forward in larger volume and with 
greater efficiency than ever. The contemplated sav- 
ings can all be obtained by a more intelligent planning 
of our expenditures and by an elimination of such 
luxuries as are not essential to the welfare of the 
people in general. The Treasury Department draws 
attention to the statement that the war must be carried 
on entirely through present savings. The people will 
be called upon to subscribe to a loan at least fifty per 
cent greater than the Second Liberty Loan. We have 
the necessary resources for this purpose. The coun- 
try is prosperous. Wages are high. All that is essen- 
tial to the success of the Third Liberty Loan is that 
We so arrange our lives as to make available for the 


(,sovernment the sums which we carelessly and need- 


lessly spend in times of peace. 
Emeritus Eliot of 


President Harvard drew 


table showing the annual expenses of the American 


up a 


eatables and drinkables other than those 
Yearly we 


people for 
needed for the sustenance of their bodies. 
spend almost four billion dollars, or in exact figures, 
$3,915,000,000 for candy, chewing gum, tobacco, patent 
medicines, coffee, tea, soft drinks, and various forms 
of intoxicating liquors. Our per capita consumption 
of sugar last year was eighty-nine pounds. This is at 
least double the amount used per person thirty or 
forty years ago. Economy, therefore, in the use of 
sugar will work no hardship. it will be a 
positive advantage to the health of the people. Physi- 
cians tell us that we use altogether too much sugar. 
What is true of sugar is true in a greater or less 
The sacrifices which 


Indeed, 


— of scores of other things. 


to be intelligently distributed among the Paes whose 
lessened use can have no ill effect upon the stability 
of the nation. The people are, therefore, warned not 
to stint themselves in necessary and wholesome food, 
nor to deprive themselves of warm clothing, and other 
sanitary requisites. Our Government does not want us 
to practice the kind of thrift which causes business 
depression, or which would rob us of recreation and 
amusement sufficient to keep a sound mind in a sound 
All that is necessary for the successful flota- 


use our 


body. 
tion of the Third Liberty 
brains and turn wastes into profit, and that we live 
wholesomely and frugally without denying our bodies 


Loan is that we 


their full measure of nourishment and recreation. 





RECOGNIZING that nothing is of greater importance 


in the national defense and for the safety of the people 


than that our great credit system be 
Sound sound and sufficient, the National Asso 
Credit ne? . 7 ae ; 
ciation of Credit Men has appointed 
System 


Government and 
The 
this committee is to outline and make popular certain 
credit in all 
committee is 


committee to serve the 


the business interests of the country. function of 
co-ordinating 
industrial The 
firmly of the conviction that the nation’s chief instru- 
ment for the safeguarding of its commerce is its credit 
system. So intimately interwoven into human affairs 
is the credit system that business disturbances may 
produce great distress and retard the progress of the 
war, if it is not intelligently administered. No greater 
Government nor upon the 


general principles for 


branches of activity. 


obligation rests upon the 
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commercial and individual citizenship than to know 
and carry out the principles which will assure the 
soundness and stability of the credit system. 

It is pointed out by the National Association of 
Credit Men that our exchanges of commodities are 
largely effected through the medium of credit, and 
that there are two chief tendencies which must be 
gaurded against, to wit: overstrain and loss of confi- 
dence in our financial powers. Overstrain arises from 
too large a withdrawal of the available credit supply 
for obligations that are fixed and cannot readily be 
realized upon. It results from speculation or invest- 
ment in untimely enterprises which produce forms 
of credit which are not self-liquidating. The means 
suggested for the avoidance of overstrain are two- 
fold, elimination of speculation and use of available 
credit for strictly legitimate purposes having the most 
direct bearing upon the one great task in which we 
are now engaged. Credits must be kept highly liquid 
and must not be for too long a term so that there may 
for all 
the pressing business in hand. 

In order that the larger affairs of the nation may 


be credit in abundance rational demands of 


have abundant credit resources at their disposal, it is 
advised that the individual use for home and personaf 
supplies less credit than usual. Wherever possible his 
purchases should be made for cash, because the tying 
up of credit for personal supplies is equivalent to using 
part of that credit which should be at the disposal of 
the nation. The Committee realizes that the business 
interests of the nation are confronted with an entirely 
new obligation in the form of supertaxes necessary 
to finance the war. It realizes that it is part of its 
work to urge upon every business enterprise the duty 
to determine as early as possible what the amount of 
its tax would be, and to arrange for the payment 
thereof as rapidly as possible. This should be done 
without waiting for the date when the law requires 
final payment, because delay might force many of our 
business houses into borrowing at a time when the 
demands for credit were larger than usual or when it 
was difficult to liquidate certain items which in the 
ordinary course can gradually be liquidated. In this 
connection attention is directed to the Treasury Cer- 
tificates of indebtedness, bearing interest at the rate 
of four per cent per year acceptable at par for the 
payment of the tax. Retail hardware dealers can aid 
in this imperative task of strengthening and conserv- 
ing the credit resources of the country by applying the 
foregoing principles in the management of their stores 
and the selling of their merchandise. 








Investors who look ahead and try to gauge the 
trend of events in its bearing upon their interests 
would do well to take into account a new 
Labor and All the signs point to a new 
Capital in 
New Deal. 


factor. 
psychology in the ranks of labor. Shrewd 
observers in the financial world are call- 
ing attention to a new alignment of forces between 
wage workers and employers. Suspicion, class hatred, 
aloofness, and irreconcilable conflict of interests are 
said to be disappearing in the great crucible of patriot- 
ism. Capitalists are rubbing elbows with ditch dig- 
gers and teamsters in the same trenches. 


They are 
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discovering the basic sameness of human nature in a 
school whose curriculum admits of no artificial dis- 
tinctions between man and man. The differences 
which formerly separated them into distinct and hos- 
tile groups have narrowed down to the breadth of an 
arm’s reach. 

The men who thus meet on common ground of 
service to their country can never again be strangers 
to one another. After they have fought shoulder to 
shoulder under the same flag, after they have crept 
through the shadows of the night across the death- 
strewn fields of No Man’s Land, after they have 
charged together into the spouting Hell of machine- 
gun fire, after they have risked their lives together in 
a hundred desperate ways they cannot be torn apart 
and lined up against one another in times of peace. 
The sense of solidarity which they will have acquired 
and the deeply etched conviction of a common citizen- 
ship in a democracy which they have rendered safe 
world will influence their dealings with one 
The comradeship of 


for the 
another in the days to come. 
united national purpose will be a potent element in 
determining industrial conditions. 

l‘riendly and constructive arbitration will, in all 
likelihood, take the place of destructive strikes and 
lockouts. As the students of economics on the stock 
exchanges and in the banks of the country view the 
outlook, the trend is unmistakably toward a definite 
settlement of all differences between capital and labor 
by arbitration followed by co-operation. The day of 
the walking delegate—short-sighted, 
brow beating—is decidedly on the wane. 
in the past only by taking advantage of disputes and 
He has no place in the future scheme of 


illogical, and 


He thrived 


differences. 
things. 

Old prejudices are disappearing. 
readjustments of 


Caste distinctions 


are Tremendous the 


social structure are even now in process of develop- 


vanishing. 


Investors of all classes must realize these facts, 
Cap 


ment. 
and shape their course in accordance with them. 
italists who wish to continue in the broader service of 
industry, which is certain to follow the end of the 
war, must adapt themselves to the new standards of 
progress which will be set up as a result of democ- 
racy'’s victory. Such level-healed men as Charles M. 
Schwab, the steel 
changes in which workers will play the leading part. 


magnate, predict vast economic 

It rests with the intelligence and foresight of the 
employers to keep the new tendencies within rational 
and constructive lines. This they can do only by fos- 
tering a policy of reciprocity and co-operation be- 
tween capital and labor. They must recognize and put 
into practice the liberty, equality, and brotherhood 
which constitute the fundamental substance of the new 
democracy. Welfare work, profit-sharing, improved 
factory conditions, vocational training, better housing 
conditions, and, in a word, all the humanitarian agen- 
cies for social progress, must be and will be embodied 
in the industrial readjustments of the after the wart 
period. Plans are already under way in England and 
France with this purpose in view. The United States 
may be relied upon to keep pace with the democracies 
of Europe for the upbuilding of a sounder and hap- 


pier people. 
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NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 


RANDOM 








Frankness is a virtue which often wins reward, ac- 
cording to my friend Charles A. Knapp, of Sioux City, 
Iowa, president of the National Hardware Association. 
He advances evidence to the point in the following ex- 
ample : 

In a Canadian camp somewhere in England a sec- 
ond George Washington has been found. He, in com- 
pany with several others, had been granted four days’ 
leave, and, as usual, wired for extension. But no 
hackneyed excuse was his. In fact, it was so original 
that it has been framed and now hangs in a prominent 
spot in the battalion orderly room. It ran as follows: 

“Nobody dead, nobody ill; still going strong, having 
a good time and got plenty of money. Please grant 
extension.” And he go it! 


Too much criticism brings its own punishment, says 
my friend, Charles 5S. the 
Hardware Club of Chicago and Chicago sales repre- 
sentative of the Lovell Manufacturing Company of 


Meachem, member of 


Erie, Pennsylvania. He proves it with this example: 

A certain chap was not a good card player. He 
admitted it. But, that was no reason why his partner 
should be so disagreeable whenever he made mistakes. 
After a particularly glaring error the pestering part- 
ner turned on him. 

“Why didn’t you follow my lead?” he asked. 

“If | followed anybody’s, sir,” exclaimed the novice, 
hotly, “it certainly wouldn’t be yours.” 

His partner snorted and subsided. But in the next 
hand he threw down his cards in desperation. 

“Look here,” he cried. “Didn't you see me call for 
Have you no black suit ?” 
cried the novice with warmth. 


a spade or club? 
“Yes, [ have!” 
I’m keeping it for your funeral!” 


a 


But 


My friend, Irving S. Kemp, city sales manager 
Vaughan & Bushnell Manufacturing Company, Chi- 
cago, delighted me with this report of Phyllis: 

Phyllis had been caught redhanded and her aunt 
was lecturing her. 


“You surely knew you were doing wrong! Didn't 
your conscience tell you that?” she said. 

“Will my conscience tell me when I'm_ being 
naughty, then, aunty?” 

“Yes, dear.” 


Phyllis thought a moment. Then remarked: 

“Well, I don't mind it telling me, as long as it 
doesn't tell you?” 

In spite of the cares of office and the burdens of 
always a twinkle of humor in the 
Martin, president of the Hardware 
At luncheon the other day he put 


business, there is 
Vere 
Club of Chicago. 
everyone in good spirits with the following story: 
Great was the excitement in a certain small town. 
The local ladies decided to hold an exhibition of wom- 
en’s work with a view to providing a treat for wound- 
ed soldiers. While the committee were busily engaged 
in arranging the exhibits to the best advantage in the 
city hall there came a timid knock at the door. When 


eyes of A. 
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the door was opened a strange looking object entered. 
lt was a man; his face was a mass of scratches, his 
hair stood out round his head like tufty grass, his 
collar was dangling loosely behind, and his clothes 
were little better than rags. 

“Please, I've come,” he said, simply. 

“But—but,” stammered the lady secretary, “this is 
not a museum; it’s for a display of specimens of wom- 
en's work.” 

“That's all right,” he replied dejectedly; “I'm a 
specimen of woman's work.” 


James R. Graves, Chicago sales representative of the 
Detroit Vapor Stove Company, Detroit, Michigan, is 
so good-humored that he sees no value in curtness of 
manner or overbearing habits. He told me this story 
the other day to illustrate the folly of such traits: 

A client came into a lawyer's office and took about 
five minutes of his time. Ae he was about to depart, 
he produced a $10 bill from his pocket, and asked how 
much the fee was. 

“bifty dollars,” said the impatient lawyer. 

The client demurred a little, and the lawyer rudely 
said: “How much did you expect to pay? Give me 
what you have.” 

Qn receiving the $10 bill, the lawyer turned to his 
negro office boy and handed it to him, saying: “This is 
for you, Jim.” 

“Oh, I didn’t know you had a partner,” said the cli 
ent as he walked out. 

Down on his ranch in Bosque County, Texas, my 
Qld Guard friend, Fred M. Huggins, keeps the folks 
around him in good humor with such tales as this: 

The exile had saved a bit of money and came back 
to his native land for a holiday. There he met an 
old schoolfellow, and started to tell him of his success 
as an athlete. 

“Just before | came back,” he mentioned modestly, 
“IT won a gold medal for a hundred yards’ sprint.” 

‘“(;ood for you!” said his old friend. 

“I’ve got some trophies, too. I’ve gold medals for 
the half mile, the mile and the five mile races; five 
silver cups for swimming, a marble clock and some 
more cups for cycling ; and two or three belts for box- 
ing and wrestling.” 

His old friend stared at him in amazement. “Shure,” 
he gasped. “It’s the champion athlete you are in- 
toirely.”” 

“Not at all!” was the grinning reply. “Not at all, 
me bhoy! I keep a pawnbroker’s shop.” 


In our fear of being ridiculed as sentimentalists, 


many of us go to the opposite extreme and repress all 


expression of loving thoughts. I should like to have 


every business man in the world read and practice the 


lesson of this poem: 
While You May. 
If you’ve a tender message or a loving word to say, 
Don't wait till you forget it, but whisper it today 
We live but in the present, the future is unknown, 
Tomorrow is a mystery, today is all our own 
The tender words unspoken, the letter never sent, 
The long forgotten messages, the wealth of love unspent 


For these some hearts are breaking. for these some loved 
ones wait, 
So show them that you care today before it is too late 
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UP TO THE MINUTE 
NEWS SIFTINGS 








An increase of capital stock from $225,000 to $350,- 
000 has been made by the Independent Stove Company 

Detroit, Michigan. 

-xpanding business has made it necessary for the 
Detroit Vapor Stove Company of Detroit, Michigan, 
to double its capital stock from $150,000 to $300,000. 

-*- 


CHICAGO STOVE SALES CLUB HOLDS 
INSTRUCTIVE MEETING. 


The subject of definite date of delivery of stoves 
and specific terms of sale occupied the attention of the 
members of the Chicago Stove Sales Club at the 
dinner and meeting of that organization, 
Wednesday, February 13, 1918, at 6 o'clock P. M., in 
the rooms of the Hardware Club of Chicago. In the 
city of D. E. McGee, president of 
the Chicago Stove Sales Club, W. O. McClanahan, 
the vice president, took charge of the meeting. The 
chief speaker of the evening was Richard Moreno, 
AND HARDWARE ReEcorpD, 
who delivered an address on “Organization,” at the 
which he was given a rising vote of thanks. 


monthly 


absence from the 


» editor .\MERICAN ARTISAN 


close of 
He spoke as follows: 


Address of Richard Moreno, AMERICAN ARTISAN 
AND HARDWARE RECORD, to Chicago Stove 
Sales Club, February 13, 1918. 

The oldest form of organization of which we have his- 
toric evidence is that of the Totem, the simplest tribal unit. 
In the cradle days of the race the immediate interests of a 
group of related families was the motive for a crude pact of 
defense and co-operation. There was no ethical inspiration, 
no sense of racial solidarity, and no consciousness of larger 
social necessities. Starkly and frankly the group busied itself 
only with the most pressing needs of the aggregation as a 
group. Slowly through the long centuries the interests of the 
Totem widened through intercourse with neighboring groups 
although the Totem itself maintained the early traditions of 
its birth and growth, and carried these traditions into sys- 
tems of religion and philosophy. 

Two Tendencies of Organization. 

From a primitive attitude of promoting the interests of a 
small group, chiefly along peaceful lines, the Totem developed 
into aggressive formations and brought about the sharp dis- 
tinction between the shepherd and agricultural peoples and 
the predatory bands which subsisted by robbery and murder— 
a parallel which persisted through subsequent ages. While 
the peaceful and constructive groups of the original Totem, 
on the one hand, broadened into a civilization of tranquil arts 
and culture, the opposite totemistic groups developed along 
the tangent of militarism. The one tended steadily towards 
communism, as evidenced in the great Solonic unions, and 
co-operative organizations whose network spread throughout 
the ancient Roman and Grecian social structure. The other 
continued in more efficient form, the raiding, plundering, and 
murder of the earlier and cruder bands. It had no sense of 
social solidarity, no conception of the oneness of humanity, 
no consciousness of any kinship with the weak and the un- 
fortunate. These two antagonistic groupings have persisted 
down to the present time. It needs no great amount of in- 
telligence to perceive the working of these two opposing influ- 
ences in the present bloody soul-killing, art-destroying strife, 
the world war. 

Opposing Forms in Commerce. 

In a less conspicuous degree these two divergent tenden- 
cies also are carried forward in the world of commerce, The 
reaction against the destructive tendency, the policy of the 

mailed fist in business, is, fortunately for the world, now in 
full swing. In every department of production and ‘distribu- 
tion we are being forced to adopt the principle of co-opera- 
tion. It has been tragically borne in upon us that the cold- 
blooded individualism, which is responsible for this present 
war, is just as harmful to humanity in commercial affairs, as 


- Aleph, meaning ox, and Beth, a house. 
\lepl n an ox, and Beth, a hou 


in military operations. We are coming to a sense of the 
interdependence of all classes of the people. 
Co-operation Is Social Necessity. 

Owing to the complexities of our social structure, no one 
today is sufficient unto himself. Whatever we have and are, 
we have and are because of the combined thought and toil 
of our fellow men. The simple act of reading the pages of 
a daily paper puts us under obligation to all foregoing men. 
It connects us with the first cave man who crudely scratched 
upon the walls of his rock habitation, the pictures which have 
evolved through centuries into our present, easy-working 
alphabet. The very word alphabet carries the suggestion of 
long processes of growth. It is made up of two words, 
The first letter A, 
was the crude outline of an ox’s head, traces of which faintly 
remain in our present letter A, and the first letter B was the 
rough outline of a one-room house. We are not conscious 
of the enormous number of units of human thought which 
enter into the words and letters on the page of the news- 
paper which we read so easily, and yet in order to be able to 
read it we must have the use and advantage of all those fore- 
going centuries of development. Thousands upon thousands 
of our fellow beings must gather news for us in all parts of 
the world. Ore must be mined for the making of the type. 
Railroads must be built, machinery constructed, trees chopped 
down for the paper pulp, fields cultivated for the feeding of 
all these various mechanics, textures woven to clothe them 
while they are doing this necessary work of making it easy 
for us to read the completed story on the front page of a daily 
paper. It would take a lifetime merely to analyze and classify 
all the units of human labor and thought which must work 
together in order that you may have your daily paper along- 
side your cup of coffee in the morning 

How to Benefit from Organization. 

In order to derive the largest possible benefit from or- 
ganization, therefore, we must study it not with reference to 
an isolated group and its interests, but in relation to all other 
groups with which it is immediately or remotely interde- 
pendent. Imperfect though it be, our social organization itself 
is the best model from which to pattern the smaller unit 
organizations of commerce. And the social organization itself 
corresponds closely to the forms which nature has developed 
The human body is the best example which we have of or- 
ganized forces. When it is in healthy condition all its com- 
ponent organs are co-operating without cessation. This great 
republic of the human body, consisting of millions upon mil- 
lions of individual cells, depends for its well-being upon com- 
plete harmony from head to foot. The individual cells belong 
to local organic groups which are in constant functional rela- 
tionship with all other organic groups throughout the entire 
body. Disease and pain and misery inexorably follow any 
long continued derangement of the co-operative action of the 
cells and groups of cells. Health and happiness are the direct 
outcome of continued harmony among the constituent ele- 
ments of the body. 

The Human Body Is Best Example of Organization. 

In the business world the same laws and principles of 
growth and harmony as those which govern the human body 
are just as necessary and just as certain to produce desirable 
results. You as members of the Chicago Stove Sales Club 
cannot achieve lasting success by any other method than that 
of organized helpfulness toward one another. Your Club is 
not for the purpose of merely meeting and going through a 
dry routine month after month. Whatever parliamentary 
procedures you employ at your meetings are merely with tlie 
intention of conducting the necessary business of the Club 
with the least waste of time. Your real purpose should be 
co-operation. No member can give of his experience and 
wisdom without receiving in return equivalents of value 
This is the law of social growth just as it is also the ruling 
law of the cosmos. In the science of physics it is called the 
law of the conservation of energy, that is to say, it signilie 
that no force is ever lost or spent in vain. Every unit 
energy exerted in any work produces its equivalent in some 
form or other. It is not annihilated. It cannot be annihilated 
It is only transformed. So with an intelligent use of your 
Stove Sales Club, none of your efforts for the collective 
betterment of stove salesmen can possibly be wasted. You 
may not always be able to perceive the transvaluations which 
ake place. Nevertheless they do take place, and you are 
sooner or later the beneficiaries of them. 

Principles of Collective Action. 

The reason why so many organizations are not more 

productive of results is that they ignore the fundamental 


f 
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principles of collective action. Like many lodges, they drag 
along with minutes of preceding meetings, hair-splitting dis- 
cussions of trifling rules of order, long-winded reports of 
unnecessary committees, and so forth—with the consequence 
that the members dread attending such gatherings because 
they know that they will have to go through the same monot- 
onous routine in order to get what slight benefits are possible 
of achievement during the scant time that remains after this 
huge bobbin of red tape has been unwound. Let me urge 
upon you, then, the importance of using your Chicago Stove 
Sales Club as a means of exchange of ideas in salesmanship, 
of friendly co-operation, and of civic helpfulness rather than 
as an association for the practice of parliamentary rules. 


Brief talks were made by F. J. Kuratko, secretary 
of the Club, W. O. McClanahan, vice president, M. 
K. Christie, C. R. Clago, M. A. Gilbertson, J. J. 
Toomey, I. Kuhter, M. H. May, R. H. Morrish, W. 
W. Rusco, G. G. Fisher, J. H. Sandell, C. O. Wheeler, 
Thomas J. Geary, and C. A. Schwartz. In the course 
of the discussion, Thomas J. Geary paid a tribute to 
AMERICAN ARTISAN AND Harpware Recorp from 
which, he declared, stove salesmen derive many valu- 
able suggestions and much instructive information. 

William Whiffen discussed at length the new terms 
of sale and delivery. He gave some very interesting 
and practical advice concerning methods for assisting 
dealers to move their stock into the sales column, and 
urged the salesmen to co-operate with their customers 
in every way. He pointed out that the more stoves 
the retailer sells through such co-operation, the more 
he will buy. 


TELLS OF MARKET FOR STOVES IN GREECE, 








A report dealing with the use of stoves in Greece, 
and which should, therefore, be of interest to stove 
makers in this country, has been issued from Athens, 
Greece, by Vice Consul George P. Waller, Jr. Ac- 
cording to the report, houses throughout Greece, as in 
many other countries whose climate is warm during a 
great part of the year, are, as a rule, built rather for 
comfort and coolness in the summer than for warmth 
in winter. In the large cities most living rooms of the 
better class have flues in the walls; but, owing to the 
scarcity of stoves, their excessively high price, and 
the general unsuitability of those now on sale in 
Greece, it is thought that an excellent market exists 
for inexpensive sheet-iron or cast-iron stoves pri- 
marily designed for wood, chips, or other cheap fuel. 
Apertures are usually four to five inches in diameter. 

The report further states that the comparatively 
few stoves in use in Greece at present are, from an 
American point of view, almost unbelievably clumsy, 
inefficient, and hideous. A common type is about thir- 
teen inches square, and two and one-half to three feet 
in height, thickly lined with firebrick and covered on 
the outside with glazed tiles or enameled metal in fan- 
tastic designs. -It is intended to burn coal. At pres- 
ent there is no coal in Greece, and wood is burned in 
these so-called heating appliances with little or no 
effect on the temperature of the room. It is thought 
that the best way to build up a stove trade in Greece 
is through the intermediary of reliable commission 
agents, with exclusive territory, familiar with local 
customs, needs, and language. It is declared that a 
stove which could be sold at a price within reach of 
the poorer class, and which could burn wood, straw, or 
other cheap materials would not fail to gain popularity 
in Greece. 
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MODERN STOVE PIPE DEFEATS RUST. 


Formerly, in the battle between Rust and the Stove 
Pipe, Rust was sure to emerge victorious, and the re- 
ceiver of the stove pipe was always the suffering and 
injured non-combatant. It not be otherwise. 
The pipe was made in such a way that in order to be 
shipped it had to be wrapped in paper, or it had to be 
Consequently, in the shipment, the out- 


could 


‘wood-crated. 
side joint was always battered and rusted, and had to 
be thrown away. 

The modern made stove pipe, however, does away 
The Corco stove pipe, for example, 
manufactured by the Whitaker-Glessner Company, 
Wheeling Corrugating Department, Wheeling, West 


with all this. 





Corco Stove Pipe. 


Virginia, eliminates all possibility of rust in shipment. 
They are made in one piece only. [ach pipe has a 
locked seam which is strong and absolutely water tight. 
There are six different style locks to choose from, each 
one capable of making a perfect joint. The crimps 
are on the seam side of the elbow, leaving the back 
and inside smooth. There are no crevices to hold the 
The ends are securely fastened, and are gauged 
The pipes 


dirt. 
to fit standard diameters of conductor pipe. 
require neither clipping to insure fitting nor soldering 
for holding in position. The pipes are shipped in steel 
casks with wood heads, making rust impossible. They 
are received with the outside joint in the same good 
condition as the inside sections. A booklet showing 
all style locks will be mailed by the manufacturers 
upon request. 


“eo 


SECURES PATENT FOR WICK HOLDER. 


Under Number 1,254,342, Charles Munzner of Chi- 
cago, Illinois, assignor to American Stove Company, 
St. Louis, Missouri, has secured United States patent 
described in the following: 

An improved wick holder 
comprising a perforated cylinder 
@ having its lower end bent in- 
wardly and upwardly to form an 
inner annular upwardly extend 


rights for a wick-holder, 








ai’ ing flange, and a plurality of 
upwardly extending integral 
elongated narrow arms carried 
by the flange and having their 
3 uppers ends pointed and turned 
© outwardly forming. prongs 
7 — Role « 
adapted to enter a wick and 
1,254.342 ° held therein by the inner wall 
of a wick tube. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 











AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 48 to 53 inclusive. 








*“HARDWARE SPECIAL”? AGENT GOES TO 
NEW YORK AS TRAFFIC EXPERT. 


Widely known throughout the hardware trade be- 
cause of his able management of the “Hardware Spe- 
cial,” red E. Sorensen, City Passenger Agent of the 
New York Central Lines in Chicago, has severed his 
connections with that railroad. He goes to New 
York City to become Traffic Manager for J. L. Gosse- 
lin and Company, importers and exporters. Mr. 
Sorensen earned the good will and abiding friendship 
of numerous hardware manufacturers and jobbers by 
the masterly manner in which he arranged the sched- 
ule of the “Hardware Special” train to the [astern 
conventions of the hardware manufacturing and job- 
bing industry. It was always a matter of pride and 
pleasure with him to make it a personally conducted 
journey replete with every comfort and convenience 
which the extensive resources of a great railway sys- 
tem could render available. 


“eer 


HARDWARE DEALER ENLISTS TO AVENGE 
HIS WIFE AND SONS. 


Deliberately sacrificing his profitable hardware busi- 
ness in Swift Current, Saskatchewan, Canada, and 
vowing vengeance against the Kaiser, Jay H. Wetmore 
came all the way from Western Canada to enlist, Feb- 
ruary 7, 1918, in the British Canadian recruiting mis- 
sion in Chicago for overseas service. Both his sons 
lost their lives in the battle of the Somme. The news 
of the tragedy broke their mother’s heart and a year 
ago she died. 

Wetmore tried to enter the British Army in Canada 
but could not pass the rigid tests there. Recently he 
learned that the restrictions were not so exacting in 
Chicago. Therefore, he lost no time in hastening to 
the Illinois city. Now he is on his way to Montreal 
for overseas service to avenge his wife and brave sons 
and to help make the world secure against the tyranny 


and depredations of autocracy. 
“*e- 


SAYS AD BRINGS FLOOD OF REPLIES. 


To AMERICAN \ARTISAN AND HARDWARE ReEcorD: 
Please discontinue our advertisement. We are 
flooded with replies. AMERICAN ARTISAN surely does 
bring results. 
A. H. Herrman, 
Manager The Aberdeen Hardware Company. 
Aberdeen, Idaho, February, 1918. 


OPPORTUNITIES FOR FOREIGN TRADE ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 

26347—An agency is desired by a man in Canada for the 
sale of kitchen wire goods. Correspondence may be in Eng- 
lish. Reference. 

26370—A_ British merchant in Canada who is returninz 
to England early in May, wishes to introduce American 
manufactured goods in London and large cities during his 
three months’ stay in England by placing samples in the 
proper quarters before brokers and wholesale houses and to 
arrange agencies, if desired, for after-war trade. 

26390.—An agency is desired by a man in France for the 
sale of building hardware. Correspondence should be in 
French. Reference. 

26393.—An agency is desired by a man in France for the 
sale of steel, tin, twines, and other products of common use 
He will also make outright purchases, if necessary. Corre- 
spondence should be in French. Reference. 

26401—A man in China desires to be placed in com- 
munication with American manufacturers and exporters of 
motorcycles, motor-car accessories, tires, agricultural ma- 
chines, gasolene motors, etc. He wishes to represent firms 
handling these goods. Correspondence should be in French. 
References. 

26411—An agency is desired by a man in France for the 
sale of all kinds of merchandise. Correspondence may be in 
English. References. 

26414.—An agency is desired by a man in Venezuela for 
the sale of general merchandise, especially hardware. Quota- 
tions may be made f. 0. b. New York. Correspondence may 
be in English. References. 

26420.—An agency is desired by a man in Canada for the 
sale of general hardware. Correspondence may be in Ene- 
lish. Reference. 
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ASSIGNS PATENT FOR SAFETY RAZOR. 





United States patent rights have been granted for 
a safety razor, under Number 1,254,037, to Harry 
W. Greenbrier of Newark, New Jersey, assignor to 
A. C. Penn, Incorporated, of New York City. The 
description is as follows: 
4 In a safety razor, the combination with a 
Yon” blade of a blade support, a clamping mem- 
3 ber adapted to frictionally engage said blade 
and having a downwardly depending portion 
terminating in forked members adapted to 
abut against said blade support, so as to clamp 

the blade and blade support therebetween, 4 

handle, there being an aperture made in said 

depending portion to permit the passage there- 

through of said handle whereby to anchor said 

clamping member to said handle, and means 
on said blade support for attaching said handle. 

In a safety razor, the combination of a blade support pro- 
vided with a guard, a clamping member adapted to frictionally 
engage with said support, said clamping members having 2 
downwardly depending portion provided with an offset por- 
tion terminating in upwardly directed forked members adapted 
to abut against said blade support, a handle, there being an 
aperture made in said offset portion adapted to permit the 
passage therethrough of a handle whereby to anchor said 
clamping member to said handle, and a socket on said blade 
support for attaching said handle. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








HOLIDAY DISPLAY BRINGS TRIMMER MANY 
COMPLIMENTS. 


Many compliments and bouquets were handed our 
window decorator, and we trust that this may be the 





ae 


Holiday Window Display of Plated Ware 


HARDWARE RECORD Window Display Competition. 


means of inducing and helping more hardware mer- 
chants to pay more attention to their windows, which 
are the selling incentive of a store.” 

With this pertinent conclusion, the Iredell Hardware 
Company, of Statesville, North Carolina, wind up the 
description of their holiday Window Display which 
This exhibit was installed by 
Mention in 


is illustrated herewith. 
. 2. and received 
AMERICAN ARTISAN AND Harpware Recorp Window 


Sloan Honorable 


Display Competition. 





and Cutlery Awarded 


This handsome, striking display is described by the 
Company as follows: 

“The background was covered with white bleached 
domestic, and to this was tacked sprigs of holly here 
there. 


and Holiday festoon paper draped in loops 





AMERICAN ARTISAN AND 
Hardware 


Mention in 
Arranged by C. E. Sloan for the 
Company, Statesville, North Carolina. 


Honorable 
Iredell 


at top with paper bells at highest part of loops made the 
top border. Letters cut out of red cardboard spelled 
the word “Shur Edge” and were tacked to the back- 
ground about mid-way and across entire length of 
background. Festoon paper draped to the bottom of 
this word completed the background. 


“The floor was covered with cotton batting, upon 


which was sprinkled snow-sparkle, which gave it the 
appearance of a bank of snow. !’edestals of different 


heights, from 36 inches down to 6 inches, were placed 
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on the floor, the highest being at the back and sloping 
down to the front. Upon these were placed paper 
doilies, upon which were arranged tea-kettles, casse- 
roles, percolators, carving sets, embroidery scissors 
sets, pocket knives, flash lights, etc., that are appropri- 
ate for holiday gifts. Small cut-outs of Santa Claus 
with razors, pocket knives, etc., mounted on them 
were placed here and there upon the pedestals and on 
the floor in front. 

“In the center back of display was a large cut-out. 
of Santa Claus loaded with Christmas gifts. Empty 
knife boxes of red and gold were scattered over the 
entire floor and pedestals. A rope of tinsel looped 
over the different articles in the window added very 
much to the display, and taken as a whole, the dis- 
play made a very effective and attractive window; 
and especially at night when the lights were on, the 
effect was really pleasing and beautiful. Nearly every 
passer-by stopped in and asked the price of such and 
such an article in the window, and the result was in 
nearly every instance a sale of some article in the 
window.” 


+.@-<s> 


WESTERN WIRE COMPANY GETS LEASE. 





A lease on a new home has been acquired by the 
Western Wire Company of St. Louis, Missouri, 
through John P. Krieger. The building is a four- 
story one, and is located at the northwest corner of 
Second and Spruce Streets. It was formerly occu- 
pied by the Government Indian Bureau. The officers 
of this wire company, which is a comparatively new 
concern, are A. L. Bauman, President and Treasurer, 
and H. M. Young, Secretary. 





SELECT SALESPEOPLE WHO LOOK AHEAD. 


When asked why he was so fortunate in picking 
good sales people, a very successful merchant said that 
he was successful because he always picked young men 
and young women who had a goal set five, ten and 
twenty years hence. 


—_ 





TRANSFERS PATENT RIGHTS ON GEARING 
FOR WASHING MACHINES. 





Under Number 1,254,133, United States patent 
rights on gearing for washing machines have been 
granted to John B. Betz, assignor to Getz Power 
Washer Company of Morton, Illinois. The descrip- 
tion is: 

Gearing for 

washing-machines. 
> John H. Getz, 
Morton, Ill, as- 
signor to Getz 
Power Washer 
Co., Morton, IIL, 
a corporation of 
Illinois. 


In a machine of 
the character de- 























* scribed, a machine, 
Net said machine hav- 
u| | Je ing a hinged cover 
- 1 2 a . 
woo - 1.264 188} _ sh or lid, a bracket 
S secured on the out- 


side of said lid or cover and at its inner end formed with a 
cup and a depending sleeve having a bearing in the lid or cover, 
and adjacent said cup on the outside formed with an angular 
bearing portion, said bracket at its outer end being formed with 





an additional angular bearing portion, a gear wheel having 
a hub journaled in the sleeve depending from said bracket, an 
operating shaft passing up through the gear and its extended 
hub, a short shaft journaled in the angular bearing portion 
of said bracket, a gear wheel on the inner end of said short 
shaft in mesh with said first mentioned gear wheel, means 
for operating said short shaft, a cap adapted to be secured 
to the bracket and in conjunction with the cup of the bracket 
to form a closure for said gear wheels, said cap having a 
depending tubular portion, and elongated collar or sleeve 
extending up from the first mentioned gear and having a 
bearing in the depending sleeve of the cap, said collar or 
sleeve forming a bearing for the upper end of the operating 
shaft which passes therethrough, and a button on the outer 
end of said operating shaft. 

“e- 


COMING CONVENTIONS. 


Illinois Retail Hardware Association, Chicago, February 
19, 20, 21, 1918. Leon D. Nish, Secretary, Elgin. 

Missouri Retail Hardware Association, St. Louis, Mis 
souri, February 19, 20 and 21, 1918. F. X. Becherer, Secre- 
tary, 5136 North Broadway, St. Louis. 

Minnesota Retail Hardware Association, St. Paul, Feb 
ruary 19, 20, 21, 22, 1918. H. O. Roberts, Secretary, Metro- 
politan Life Building, Minneapolis. 

Ohio Hardware Association, Columbus, February 19, 20 
21, 22, 1918. James B. Carson, Secretary, Dayton. 

New England Hardware Dealers’ Association, Boston, 
February 20, 21, 22, 1918. George A. Fiel, Secretary, 16 
High Street, Boston. 

South Dakota Retail Hardware Association, Mitchell, 
February 25, 26, 27, 28, 1918. F. J. Shepard, Secretary, 
Mitchell. 

Michigan Sheet Metal Contractors’ Association, Detroit, 
March 6, 7,8, 1918. Frank E. Ederle, Secretary, Grand Rapids. 

Illinois Sheet Metal Contractors’ Association, Springfield, 
April 3, 4, 1918. D. M. Haines, Secretary, Chicago. 

National Association of Stove Manufacturers, New York 
City, May 8, 1918. T. J. Stephenson, Secretary, Hoosick Falls, 
New York. 

Southern Hardware Jobbers’ Association, Traymore 
Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. John 
Donnan, Secretary, Richmond, Virginia. 

Old Guard Southern Hardware Salesmen, Traymore 
Hotel Atlantic City, New Jersey, May 29, 1918. George H. 
Hillman, Secretary, 1402 McGavock Street, Nashville, Ten- 
nessee. 

American Hardware Manufacturers’ Association, Tray- 
more Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. 
F. D. Mitchell, Secretary, 4106 Woolworth Building, New 
York City. 

National Association of Sheet Metal Contractors, Mik 
waukee, Wisconsin, June 11, 12, 13 and 14, 1918. Edwin L. 
Seabrook, Secretary, Philadelphia, Pennsylvania. 

National Warm Air Heating and Ventilating Association, 
Milwaukee, Wisconsin, June 12, 1918. A. W. Williams, 


Secretary, Columbus, Ohio. 
- “*e- 


INDIANA MAN PATENTS A COMBINED 
BUMPER AND TIRE CARRIER. 


A combined bumper and tire-carrier has been~ 
granted United States patent rights under Number 
1,254,404. The patentee is Russell S. Hartzler of 
Topeka, Indiana. The device is thus described: 





ae The combination with 
s fa ~~.“ Ae a vehicle having a cross 
fo @ why. bar at its rear end, of a 

i= 337 72 pair of rearwardly pro- 

: 3 3? } jecting laterally spaced 

rt) \ 9 i re arms having inverted U- 
nice y shaped sockets at their 
inner ends to fit over said 





cross bars and rigidly se- 
cured thereto, arcuate tire 
rece.ving members curved 

: to conform to the shape 
of the periphery of a tire and mounted on said arms, midway 
their ends with their open faces facing each other, a rod con- 
necting the free ends of said arms with its ends extended and 
performing the double function of an arm connector and a 
rear end bumper, a bracket carried by the vehicle body in a 
plane above said arms and midway between them, a co- 
operating similarly shaped tire engaging member carried by 
said bracket and facing downwardly being positioned to en- 
gage the periphery of a tire seated in said first mentioned 
tire receiving members whereby the tire is securely clamped 
in position. 


oy 
[ ‘ed 1,254,404, 
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Patriotism Inspires Convention of Iowa 
Retail Hardware Association 








Under the inspiration of a lofty patriotism the mem- 
bers of the lowa Retail Hardware Association gath- 
ered at Des Moines, lowa, February 12, 1918, for a 
four-day convention of their organization. They came 
to the twentieth annual meeting of their association 
as American citizens intent upon the duty of con- 
centrating every energy to the service of their coun- 
try. From the very beginning their interests in the 
problems as hardware dealers were made secondary 
to the supreme business of our Government in the 
great crisis through which we as a nation are passing. 
Hardware affairs were not neglected, but they were 
discussed as part of the national war activities rather 
than as private and personal matters. The Conven- 
tion opened at two o'clock Tuesday afternoon, l’ebru- 





E. M. Healey, President, 


lowa Reta’l Hardware Asscciation. 


ary 12, 1918, and continued until Friday morning, 
February 15, 1918. The sessions were held in the 
Coliseum Assembly Room. 

Tuesday, February 12, 1918. 

[he formal opening of the Convention was sig- 
nalized by all the members present joining in the sing 
ing of “America” led by E. C. Haas of LeMars, Iowa. 
EK. M. Healey, president, of the Association, then de 
livered his annual address, full text of which is as 
follows: 

Annual Address of E. M. Healey, President Iowa Retail 
Hardware Association, February 12, 1918. 

few weeks ago a meeting at Utica, New York, gathered 
ate ome purpose connected with the prosecution of the war, 
Was addressed by an American of the “spread eagle” sort 
and also by a Canadian soldier home from the trenches to 
recuperate. The American orator waved the Starry Banner 
and made a thrilling patriotic speech although he did not 
advance a single new idea. The Canadian soldier followed 


He was not an orator. The first thing he said was, “It doesn't 
make a damned bit of difference what America has done, the 
question is, What_is she going to do?” 
Unity of Mind Is Necessary to Win the War. 
That is something for all to think about. This is yout 
You are more vitally concerned in it than in anything 


war. 
in all your life. No matter what your opinions were before 
the war, there should be no divided opinion. We must al! 


stand united until the business of war is ended. Americanism 
Civilization and Democracy are today opposed to Prussianism, 
Barbarism and Autocracy and the business men of the Nation 
must do their share toward winning this war the same as 
our boys at the front, who are now making the supreme sac- 
rifice that our homes and families may be protected and the 
world made safe for Democracy. 
Co-operation Is a Big Factor. 

Co-ordination and co-operation such as we have in out 
hardware Association will help to win the war. Germany is 
co-ordinated, so is France. I:ngland found after many mis 
takes that it was the only way and the United States should 
profit by their experience. Unless we have this co-ordination 
and co-operation we will prolong the war and may be the 
losers. And remember that after the war, the Nation that 
is the better co-ordinated and most efhcient will win. 

Tells Need of Efficiency. 

K:fficiency is a word that has been worked overtime by 
speakers and trade papers. It is a hard word to define. Gov- 
ernor Harding says “Efficiency is buying goods from a Jew 
and selling them to a Scotchman at a profit.” Efficiency is 
getting the most from the least; eliminating waste. Business 
not necessary for the running of the war will have to take a 
sidestep to make place for the ones that are necessary. This 
seems unjust but it is one of the sacrifices demanded of the 


loyal. 


Hardware ts An Essential Business. 


IHfardware business is a necessity. We must supply the 
tools and implements to the lowa farmer who is feeding the 
world. Recent reports from the Department « Agriculture 
show that Iowa ranks third in the United States in the value 
of farm crops for 1917, nearly eight hundred million dollars ; 


think what this means to the hardware men of lowa. You 
may have a hard time getting it from them but it’s there; eo 
after it 
Tells Story to Illustrate Question of Prices. 
Did you ever meet a farmer who told you your prices 
were low? Here is a good story to tell your farmer friend 


who kicks about the high price of hardware. A farmer came 
into a general store and asked the dealer the price of a good 
farm wagon of a certain well known make. “Oh, a hundred 
dollars,” was the answer. “A hundred dollars! Why, good 
Lord, man, my father bought that same wagon here twenty 
years ago for sixty dollars.” “Sure he did,” the dealer replied 
“and I sold it to him. What's 
because money was scarce and he was long on corn, so | 
traded him that $60.00 wagon for 300 bushels of corn. Now 
if you bring me in 300 bushels of corn, I'll trade you that 
$100.00 wagon and throw in for good measure a $50.00 steel 
range, a $40.00 suit of clothes for yourself, a $40.00 dress for 
your wife, a $5.00 dress for the baby, a gasolene engine, a 
cream separator and a $3.00 box of cigars.” But the farme 
had fainted. 


more he was short of cash 


Business Conditions Are Abnormal. 

absolutely abnormal. We have 
Last year we thought that prices 
had reached the top, but found we were mistaken. Price 
have advanced by leaps and hounds. Everything that has en 
tered into your overhead, from wrapping paper to salaries, 
has advanced. Our best clerks have enlisted or are in the 


Business conditions are 
no precedent to guide us. 


draft. Income and war taxes cut down the profits. Orders 
are slow in being filled and months on the way. ‘The price 
fixing of the Government has tended to steady prices, but the 


Government must be supplied first, and we must wait, smile, 
and help win the war. 
Serving the Country at Home. 

With a united spirit and high morals you can serve your 
country as faithfully selling hardware at home as your sons 
and clerks fighting in the trenches. It is not necessary for 
you to go to the front to lend your aid. You can do it better 
by staying at home. We have demonstrated that the Yankees 
are there when real necessity confronts them. The Liberty 
Loan was oversubscribed by millions. America’s valorous 
youth unselfishly dedicates itself to the cause of Democracy 
Captains of industry give up their plants to the Government 
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and patriotically give their services to the cause. The Nation 
denies itself wheat, sugar and meat. Merchants cut business 
hours to conserve the coal. Everywhere in God’s country 
there is concrete action: efficiency—if you please—to the 
end that lasting peace and humanitarian end of this bloody 
conflict may be accomplished. 

Labor Shortage Is Acute. 

American business men are facing a real crisis. The 
shortage of skilled men and keen competition together with 
the increased cost of doing business demand a readjustment 
of methods and policies. According to the investigation con- 
ducted by our National organization, 50 per cent of the hard- 
ware stores of the country are making only a fair interest on 
their investment. We have too many storekeepers—too few 
hardware merchants. 

Discusses Benefits of Income Tax. 

The Government is making bookkeepers of the farmers 
so they can make proper returns for their income and war 
taxes. If it is a good thing for the farmer it is a better thing 
for the merchant. The time has come when you must have 


a modern system of accounting; one that will show you your 


daily cash and credit sales, overhead expense, cost of doing 
business, turnover, etc. 
Calls Attention to Accounting System. 

Our National Association recognizing the need of such 
a service, has a man and system which you can have for the 
asking. We hope to have Mr. S. R. Miles, a life member of 
our State Association here to explain this system to you in 
detail. 

“We Are Our Brother’s Keeper.” 

This is the day when we are our brother’s keeper. You 
men hy your attendance at this convention show you are ready 
to learn and don’t know it all. But it is your “weak sister,” 
your competitor back home whom we are trying to get out 
of the rut. He should belong to the Association and you are 
the one to get him. Too many hardware dealers like to ride 
but want the other fellow to furnish the car and the gas 
Our Association dues are as low or lower than other State 
Associations, For $3.00 we give you what in other State 
Associations costs $4.00 to $5.00. 

Organization Is Imperative. 

Our customers are all organized and have their unions; 
even the farmers are now organizing for co-operative buying 
and selling. To do anything, to get anywhere, we hardware 
dealers must be organized to the last man and stand back of 
our State and National Associations. Many dealers complain 
that the same old gang or clique run the Association. We 
admit it. But isn’t it true of all lodges S,, clubs and Associa- 
tions? If you don't like the way the “Bunch” run things, 
turn the rascals out and put new ones in. The know-it-ali 
merchant stays at home; he has a beaten path, a rut, be- 
tween store and home; this rut often gets so deep you can- 
not find him. We are here to rub shoulders with others in 
the same line of business; to hear their trade troubles anc 
tell them ours; to exchange plans and methods; to see the 
newest and latest things in hardware at our exhibits; to 
become better hardware merchants. 

Benefits of Associated Effort. 

There are many conditions in business today that we 
do not like, and it is only by Association and co-operation 
that we will ever be able to correct these conditions. Now 
this is your Convention; it’s up to you to make it a winner. 
Your officers and committees have worked hard to get things 
lined up, but if you are going to be glued to your chair and 
take no part in these discussions, you are going home with- 
out the right feeling; if you will take part and express your- 
self however briefly, you will get the spirit and return to 
your home and business feeling you are a real member of 
the Association and helping to smooth the way to victory. 


At the conclusion of the president’s annual address, 
which was received with great enthusiasm, a Ques- 
tion Box Session was held under the direction of 
committee composed of EK, C. Haas, W. J. Deering, 
and I. P. Bolinger. 

Chairman Haas of the Committee made a very in- 
teresting talk in introducing the work of the session 
and urged upon the delegates the necessity of intelli- 
gent discussion of the problems presented in the Ques- 
tion Box. He said: 


When they appointed the three members of this Commit- 
tee, Mr. F. P. Bolinger, W. J. Deering and myself, to fill 
this capacity, they evidently did not do it with the under- 
standing that we were picked for our knowledge and intelli- 
gence or previous experience, because none of us has had 
any. One member told me today we were selected for our 
size; that each of us stood over six feet high, and the idea 
was that every member should express himself once or twice 
during the time the Question Box was under discussion, and 
if anybody refused to do that, the purpose was to have us 


go down upon the floor and pull the gentleman out of the 
chair and make him do it. 

In other words, gentlemen, this is not a one man affair, 
or a two man affair. Your experience and knowledge about 
different things is valuable to this Association, and especially 
so this year. There never was a time in the history of busi- 
ness in this country when it weethene so necessary to get the 
ideas and co-operation of every dealer large or small. When 
Uncle Sam considers it important enough to organize various 
committees—one of them called the War Service Committee— 
and to sefect men who have had a wide experience in manu- 
facturing, jobbing, and retailing, it shows that the Unite?! 
States Government considers the business of this country as 
of first rank in prosecuting the war and bringing it to a 
successful close, because, without the co-operation of business 
without the wheels of progress contiuing along normal lines, 
we can never expect to win, and the extraordinary demands 
that have been made upon business, the great demand for 
United States goods, raw products and finished products, 
make it necessary that we as individuals and as an Associa- 
tion contribute our part. 

Appropriately preceded by the singing of the “Battle 
Hymn of the Republic,” the address of James E. 
Blythe of Mason City was a timely application to 
present-day conditions of the lessons derived from 
the life of Abraham Lincoln. The fundamental prin- 
ciples of the great Emancipator are more vital than 
ever. They must be kept constantly in mind as the 
inspiration and guidance of our people in the stu- 
pendous task which we have undertaken. 

Address on “Abraham Lincoln,” by James E. Blythe, 
February 12, 1918. 


In the early days of American History, certain definite 
principles of government, to which the founders all subscribed, 
were evolved and wrought into the fiber of the new nation 
Of prime importance among these fundamentals are two con- 
victions which were the soul of our Declaration of Inde- 
pendence: First. “That all men are created equal.” Second. 
Governments are instituted among men, deriving their just 
powers from the consent of the governed.” 

When the constitution of the United States was enacted 
this declaration occurred on its initial page: “In order to 
secure the blessings of liberty to ourselves and our posterity, 
we ordain and establish this constitution.” Thus the two 
principles, human equality and the right of the governed to 
choose and conduct their own governments, became at once 
organic. Upon these two complementary principles, the 
mutual admission of absolute equality, and the conceded right 
of the majority to prevail we have built up the greatest 
democracy the world has ever known. We are not only de 
voted to the Republic we have thus created, we are fully com- 
mitted to the principles of democracy everywhere. We are 
not only solemnly pledged that our own rights upon the land 
and sea, shall be respected, but to fight until “the whole world 
is made safe for democracy.” 

Democracy vs. Autocracy. 

There are great nations, still maintaining governments, 
which ignore the equality of men, deny the right of consent 
to the governed, and abrogate the rule of majorities. These 
subscribe to the divine right of kings; they enforce the sub- 
missive obedience of their subjects, and maintain the dom- 
inance of those born to mastery. The resulting government 
is absolute monarchy, and partakes of the spirit of agres- 
sion and conquest. We recognize and fear this autocratic 
system as incompatible with liberty Today the United 
States of America is sending a great contingent of her young 
manhood across the sea to join those hosts, which in far off 
lands, and under many strange banners, are waging the fina! 
conflict for human liberty. At such a time the study of the 
career and character of the illustrious American, the anniver- 
sary of whose birth we celebrate today, should he to us a 
holy sacrament. 

Frecdom vs. Slavery. 

Abraham Lincoln was the most potent factor of an age 
occupied in making American freedom an unqualified reality. 
The Civil War was a process of elimination; a struggle to 
expiate the grievous paradox involved in a practice which 
had long been a sin against our professed ideals; the nation’s 
final convulsive effort to throw off, once for all, the disease 
of slavery. To every man, who ‘renders signal service to 
humanity, two separate periods of influence are vouchsafed: 
The first period comprises the brief span of an earthly career; 
the second may be limited only by all the years w hich follow 
one another in endless procession, long after the man himself 
has become only a memory. 

Just as certainly as today, the revered and pathetic mem- 
ory of Lincoln steels the hearts of his countrymen to our 
good undertaking, and is a benediction upon our present re- 
vival of patriotism; so the malign effect of the second period 
of influence, of another wonderful man who was contem- 
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porary with Lincoln, is proving as distinctly a curse to the 
human race, as did Lincoln’s life, labor and death prove a 
transcendent blessing. | refer to Prince Bismarck, the “Iron 
Chancellor,” by far the greatest of the Germans, living or 
dead. 

Lincoln and Bismarck. 

| wish you to contrast with me, these two marvelous 
men, each easily the leader of his people, in his generation. 
One born under old world conditions and destined to domi 
nate. The other cradled in our new democracy, and fore- 
ordained to epoch-making service. Both long since dead, but 
each potent today as an ideal and an inspiration. 

In my regard, Lincoln and Bismarck are exact anti- 
podes; each typifies, to his disciples, a distinct conception o! 
human rights and relations, always in conflict. Lincoln is 
the concrete figure of free government; Bismarck the historic 
embodiment of dynastic rule; the two world forces which 
today are locked in mortal combat on many bloody fields. 

Emancipation. 

While Bismarck, in Europe, was subjugating a free Dan 
ish people, and imposing the Prussian yoke upon them, in 
\merica, Lincoln was breaking the shackles of three millions 
of slaves, and hy the executive Act of Emancipation, pro- 
claiming: “All persons theretofore held in slavery. . . . Then, 
thenceforth and forever free.” \nd upon this epoch- 
making achievement be “humbly invoked the considerate judg 
ment of mankind, and the gracious favor of Almighty God.” 

While Bismarck was planning the war upon Austria, 
which afterward resulted in the seizure and annexation to 
Germany of much Austrian territory, on the new continent, 
the civil struggle was rapidly drawing to its climax. 

Lincoln’s Martyrdom. 

After Lincoln's re-election, as Grant hurled the victorious 
armies of freedom upon the shattered columns of the con- 
federacy, and the gray lines broke and scattered like fading 
mist, the mind of the vindicated president was as true to the 
controlling passion of his life, as is the needle to the pole. 

While the triumphant north was reveling in the ecstacy 
of victory, Lincoln’s face was already turned toward the per 
plexities of reconstruction. But as he bent his shoulder to 
this new labor, destiny reserved it for other hands, and in 
stead his cross was laid upon him, and with intinite joy upon 
his lips, but with foreboding sadness in his heart, his feet 
trod the pathway which led to his pathetic and tragic end 
The Savior of the Union had become the country’s martyr 
Is it any wonder that we unconsciously associate the blood 
of his martyrdom with that other and greater vicarious 
atonement ? 

Here our historical parallel is broken: but after recon 
struction had been accomplished by Lincoln’s disciples, and 
time had softened old resentments, North and South joined 
in thanksgiving over the passing of a great occasion of dis 
sension, and today, absolutely reunited, we face the grave con- 
flict in which our common country is engaged. 

The Issue Joined. 

The great issue is joined; the Christian Teutons allied 
with the heathen Turks, are led by a modern Ceasar, who has 
adopted the old Gaelic motto, “Our right is in our sword, 
and all things belong to the brave,” in utter disregard of 
national morality, with barbarous frightfulness upon the land, 
and treacherous ambush beneath the surface of the sea, the 
struggle for world dominion is being waged. 

President Wilson has pledged that the United States of 
America will be true to our traditions—that we will not fail 
those other nations which are gallantly holding the remnants 
of their broken and ravished countries, against a brutal and 
ruthless invader. 

Our participation in the war should be altruistic and fre: 
irom hatred; but not altogether altruistic. It must be de- 
fensive. Our riches will tempt invasion, so we must fight 
valiantly, that the predatory Black Eagle of Prussia, the 
Evil Spirit of Germany, may never supplant the Stars and 
Stripes. 

Wednesday, February 13, 1918. 
Wednesday morning’s session began at nine-thirty 
o clock with the singing by the entire assembly of the 
A report of the St. Louis 


National Convention was made by J. B. McCarroll of 


“Star Spangled Banner.” 
Ottumwa. This was followed by a lively Question 
Then E. B. Moon of Chicago, Illinois, 
gave an instructive talk on “Community Spirit,” in 


Box Session. 


which he proved quite conclusively the advantages to 
the retail hardware dealer of participation in every 
movement having for its object neighborhood better- 
An address was 


ment and community development. 
given by W. R. Thompson of Detroit, Michigan, on 
“Accounting a Constructive Force in Merchandising.” 

At two o'clock in the afternoon the fifteenth annual 
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meeting of the lowa Hardware Mutual Insurance As- 
sociation was held in connection with the convention 


of the Iowa Retail Hardware Association. The an- 
nual report of the secretary, A. R. Sale, disclosed an 


encouraging financial condition. His report in full 


is as follows: 
Fifteenth Annual Report of A. R. Sale, Secretary Iowa 
Hardware Mutual Insurance Association, 
February 13, 1918. 


The lowa Hardware Mutual Insurance Association, 
whose fifteenth anniversary we are met to celebrate, has just 
closed the most successful year’s business since its organiza- 
tion in 1903. We have added to our insurance in force nearly 
one million dollars ($975,000) as of February first, or more 
than 15 per cent. We have increased our cash assets as of 
February first, $42,924 or nearly 40 per cent (378/10 per 
cent) for the year. We have paid in dividends $35,061 for 
the year ending December 3st, 1917, or a total for the fifteen 
vear period $367,353. 

Tells of Losses Paid. 

We paid in losses in 1917, $28,125, which is nearly $20,000 
below the average of the previous iive vear period, $46,528, 
and less than any year since 112, when the loss item was 
$24,000 on insurance in force of $6,474,164. It is only 40 per 
cent of the loss claims paid in 1913 ($72,706), and less than 
one-half of the losses paid in 1914 ($58,174) 


~ 


Me 





A. R. Sale, Secretary, 
lowa Retail Hardware Association and also Secretary lowa 
Hardware Mutual Insurance Association. 
Small Expense of Doing Business. 
The ratio of losses to the premiums in force for 1917 


is 216/10 ner cent gross, or 178/10 per cent while the 
average loss ratio for a period of ten years is in excess of 
‘i per cent. It is worthy of note that the dividends paid for 
the past vear exceeded the losses paid by $7,000, The expense 
of doing business has been kept well within the usual annual 
average at 107/10 per cent in spite of some unusual ex 
penditures : 


net, 


War Tax on Premiums (two months) S100 
New Machines and Steel Furniture for vaults RIM) 
Increase in War Postage.... cas iW) 
Insurance Service Bureau ~ Rt) 
Special Audits and Insurance Examiners 30) 

re ee on ; $22 

Following is the report of our finances as of Janu- 
ary, 1918 

lowa Hardware Mutual Insurance Association Statement. 
January 1, 1917, to January 1, 1918. 
Receipts. 

Cash Resources Jan. 1, 1917 $ 64,188.09 
Premiums ........ os 87,767.48 
Cash Rebates and Refunds 1,105.79 
ED. — crc sw a awhivemiaain.es 1457.16 
OSE , $457.56 
Salvage ee ee , : 36.44 


$158,012 52 











Disbursements. ; 
Adjustments .......-.55+5 cece ceenceecceccccveres $ 340.96 
Advertising, Printing, Stationery.............+.-- 584.51 
CER Mn cadacghda dacs tides enhartecieen 1,346.29 
Pees MN POO, be wiscascanbecisnesaecenae 807.00 
EE BS oe eo ben eaee na aechese eenevanes 125.00 
Insurance Service Bureat............sscccccseees 766.70 
Insurance Examiners and Special Audit.......... 333.09 
Insurance Department Licenses and Fees..... eee 345.01 
Internal Revenue Tax and War Tax on Premiums 101.42 
BANE. ccc sdnsnertennideseserqhekseeaseeneeen 17.97 
a ee a ad ee nte Radiata wide e se ans 28,125.68 
I NS Ne he oe Ree eee an Kae 100.00 
a re ee nen rey erm ree 960.00 
Fe I ee reer Pee re ere rE Te 2,254.41 
Se Se tar eee | eer Ea hae ear 578.13 


Salaries—Directors, Officers 
aces. Ce SO nin oc keriew cess evens saces 
Telegrams, Telephone & Postage................- 
Miscellaneous 


21, 
1,127.63 
3,200.00 
730.38 

ee aa ana aes aia od his pt aie asc ine a 124.90 


$ 65,969.08 


Cash Resources Jan. 1, 1918................00.-: 92,043.44 
$158,012.52 

Assets. 
Farm Loans (First Mortg@ge).............ese00. $ 42,500.00 
ee ee SO rer eer ere 21,000.00 
Liberty Loam Bonds.........0.ccccocsccccecccccees 20,000.00 
eek ee COD OIE, Ms dance cc cnesevdedasacvers 8,543.44 


Premiums in Course Collection.................. 2,009.46 


ER oe ad ea caine ein eid eee. aies 30,000.00 
eternal Raced Fk GB) is ce ced coca ddan wesse’s 1,273.27 
RE gt cde nae hie sree Moe a 18,495.63 


rs i Oo, ec cuewae Vas eed se ee 1,322.33 


$148,144.13 


$ 52,075.14 
2'686.17 


Liabilities. 
OE OP Tee a ere 
Reserve for Unpaid Losses...........sc.sseeeee 


$ 54,761.31 
93,382.82 


Total Liabilities 
Sarees Wo Pay SROMOT Re sie ccc cc ccecsanes 


$148,144.13 
Insurance in force Dec. 31, 1917................ $7 424,813.64 
Losses paid since organization.................. 443,163.74 
Total dividends since organization.............. 367,353.63 
Dividend for 1918—40 Per Cent. 
Calls Attention to Certain Tendencies. 


The foregoing is a brief and bare statement of the facts 
and figures of this department of our Association work which 
we denominate the Iowa Hardware Mutual. There are, how- 
ever, some other things to be said on the theory and practice 
of our plan of insurance, which ought to be said, more par- 
ticularly perhaps to the official directorates and the man- 
agerial officials of the eight or ten insurance departments of 
our State Hardware Associations, but which should be of 
interest to all the members, especially those who are good 
patrons, and purchase large contracts of insurance indemnity. 


Mentions Development of Wrong Attitude. 


On the inside of our conferences and in councils at the 
National meetings, there is developing an attitude that may 
in time mar the good work, so well begun, in furnishing 
reliable insurance indemnity at actual cost to Hardware Asso- 
ciation people. In vulgar but somewhat expressive and force- 
ful metaphor, there are indications and symptoms that the 
insurance tail of the Association dog is manifesting numerous 
desires to make the dog do the wagging and take the place 
of the canine’s head. You all know how absurd this is when 
you take a good square look at the brute. 

Warns Against Improper Spirit. 

In other words, this element ignores the rational relation 
of parent and child, the trunk and the branch ideas, as applied 
to the main trade association and the insurance department 
thereof. They proceed in their methods as though they were 
really full fledged, independent insurance units, capable of 
all the keen practices of the stock company brotherhood, and 
destined to dominate all elements in their field of labor. Their 
agents go to the extent of twisting policies for the sake of 
commissions, and cast opprobrium and contempt on sister 
organizations, forgetting the common parentage and that the 
weapons they wield are double-edged and cut back as well as 
forward, 

Insists on Need of Loyalty. 

They forget that the loyalty and co-operative spirit of 
the parent association is after all their chief stock in trade 
and the real capital on which they are doing business. Thev 
neglect to remember that without the loyalty and co-operative 
helpfulness that each $100,000 of premiums accessioned 
would mean $40,000 in commissions and general agency 
expense, in place of a fraction of one per cent. In other 
words that the logical, economical, psychological, and physi- 
ological ends of the Association dog must be respected. When 
the back end of the critter usurps the functions of the front 
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end, it brings the whole animal into a disreputable humiliat- 
ing and grotesque attitude. 
Association Must Remain Dominant. 

The Association must remain as the big main show with 
all its five rings as the chief attractions; and the side-shows 
must not barricade the Main Entrance; and their spielers 
must not utter derogatory statements concerning any of the 
features of the Big Association Show. 

Refers to History of Hardware Mutuals. 

The history, development and ultimate service of the 
Hardware Mutuals, as a group, was treated by your Secretary 
at the 22nd Annual Meeting of the National Mutual Insurance 
Association at Kansas City last October and I have made it 
a part of my annual message to you. It is submitted in 
printed form to be consulted at your leisure and sent to our 
policy holders not present. We trust that the effort may be 
worthy of your further consideration and the collation of 
data and incidental suggestions may be of some aid in pro- 
moting correct ideals and betterment of service of the 
insurance departments of the Retail Hardware Associations 
affliated with our National Retail Hardware Association. 


At three o’clock Wednesday afternoon, after the 
meeting of the lowa Hardware Mutual Insurance As- 
sociation, an executive session of the Iowa Retail 
Hardware Association was held, followed by a discus- 
sion of problems presented through the Question Box. 

Thursday, February 14, 1918. 

The feature of Thursday morning’s session, which 
convened at nine-thirty o’clock, was the address on 
“The Retailers’ Relation and Duty to the Government” 
by H. W. Power of Davenport. He was followed 
with the closest attention by every one present, and 
created a profound impression upon the assembled 


hardware dealers. His speech is herewith reproduced 


in full: 
“The Retailer’s Relation and His Duty to the Govern- 
ment,” by H. W. Power of Davenport, 
February 14, 1918. 


I have been assigned a topic on your program, “The 
Retailer’s Relation and His Duty to the Government.” In 
addressing you on this subject, | am frank to admit to you 
that I am neither an orator nor a public speaker, and my 
appearing before you reminds me of an experience that oc- 
curred to one of our salesmen traveling in northwestern Iowa. 
One morning when leaving his hotel in a small town, he 
noticed a large crowd in front of an undertaking establish 
ment. Like all salesmen, curiosity naturally got the best of 
him and he stopped to see what the trouble was. Being in 
formed that a stranger had been killed by a railway train the 
night before and that the body was in the undertaking shop, 
he became curious to see the remains and, therefore, wen‘ 
into the undertaking shop. Upon viewing the remains, he 
suddenly burst forth to the undertaker: “Why that is my 
brother,” stating that he would be back later in the day to 
complete the arrangements. When he returned he found that 
the undertaker had placed the remains in a very nice casket 
which was to his entire satisfaction, but upon making a closet 
inspection he found that, through some carelessness on the 
part of the undertaker, the mouth of the deceased had been 
allowed to open and he discovered that he was in possessior 
of a set of false teeth. The salesman immediately remarkec 
that he had been mistaken and that the deceased could not 
have been his brother, as his brother had no false teeth, and, 
therefore, of course, he could not be expected to stand the 
burial expenses of the deceased. The undertaker was some- 
what put out and removed the body from the casket on 
which he had expected to make a nice profit, and placed the 
body in a plain wooden box, which was somewhat too short 
for the body and the knees stuck up so that the lid would 
not go clear down. He therefore jammed the knees down 
and in so doing the chest came up above the top of the box. 
The undertaker after repeating this operation several times, 
Icoked at the remains for a minute and then exclaimed. 
“Well, you doggoned old fool, if you had kept your mouth 
shut, you would of at least had a decent funeral.” Perhaps 
when I have finished, your opinion of me will be somewhat 
similar to that of the undertaker. 

Compliments Association on Its Success. 

I want at this time to compliment the members and 
officers of the Iowa Retail Hardware Association for the 
wonderful success you have attained as an Association; also 
for the success you have attained as individuals in your own 
business. I want also to emphasize the fact that I firmly 


believe that your success as individuals has to a large extent 
been brought about by benefits derived from and through 
your Association work. I am now and always have been a 
firm believer in associations. 
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Extent of Duty Is Hard to Define. 

Several times in the last week or two, I have found 
myself wondering if | could not seem to the members of 
your Association as an impostor. It seems almost foolish 
to appear before you, as intelligent hardware dealers and 
attempt to tell you w hat your duty to your Government is at 
this time, and yet when you or I stop and silently ask our- 
selves that same question, “What is my duty to my Govern- 
ment?” we find we are at a loss for a full and complete 
answer. 

Government Belongs to the People. 

The question of “Why are we at war?” has ceased to be 
of interest to any of us. It is sufficient to us at this time 
to know we are at war. Our Government on April the 4th, 
last year, declared we were in a state of war with Germany. 
“Our Government”—did you ever stop to think what those 
two wonderful words mean? What a wonderful thing it 
would be if the people of every nation could speak of their 
Government as Our Government and there was the meaning 
to them that there is to us when we say those two words 
“Our Government.” 

Wonders Already Accomplished. 

When we declared war, we were totally unprepared. We 
had no Army, no Navy, no ammunition, no ships, and nu 
organization to handle the most gigantic task that had ever 
been undertaken by any nation. [It seemed as though we were 
tackling an impossibility, and yet under the able leadership 
of President Wilson, we have accomplished—and barely in 
ten months—more than has ever been accomplished by any 
other nation in the history of the world. We have in this 
remarkably short time, enlisted an Army, recruited a Navy, 
manufactured ammunitions, built ships, and what is perhaps 
more essential than these, we have perfected a civilian organ- 
ization to take care of the duties that must be performed to 
carry on this war to a successful end. This civilian organiza- 
tion is composed of the very brightest men and most able 
lusiness men of our nation; men who have given up positions 
commanding large salaries to give their services to this Gov- 
ernment, even paying their own expenses and receiving as 
compensation for their services from the Government one 
dollar per year. Gentlemen, this is surely true patriotism on 
their part. Are we doing as much in proportion as they are? 

What Conservation Must Include. 

These men have found it necessary to place certain re- 
strictions on certain conditions, such as food, fuel, materials, 
man-power, and transportation facilities, and in order to con- 
serve on fuel, produce more food, speed up transportation, 
and at the same time use less man-power, it has been found 


necessary to ask the various industries to do their share 
towards it. 
Industry Requires to Be Encouraged. 
Every business throughout the country has been en- 


couraged, in fact reque sted to perfect an organization of their 
various industries. Why? Because the Government cannot at 
this crucial time afford to spend the time with each individual 
firm or corporation. Just stop and think what a wonderful 
change has been wrought along this line. Only a few years 
ago and this very thing was considered as criminal and ruin- 
ous to the country. It surely seems to me that if in times 
of war, it is good business policy to organize—that in times 
of peace it is good business policy to keep organized. This 
applies not only to the manufacturer but to the retailer just 
as well, and should be a constant reminder to you to keep 
up your Associations. 
Collective Action Is Imperative. 

The Government, as I have stated before, has asked the 
various industries to organize and be in a position so that 
when the Government wants information from some certain 
industry, the authorities can talk to them collectively and 
not as individuals. Farther than that they have gone so far 
as to bring these various industries before their war service 
committees, and have said to them, “We need to conserve 
along certain lines. What can you do to be of assistance to 
your Government? What are you willing to do to help win 
this war?” Up to this time it has not been what you must do 
but what will you do of your own free will. In other words 
they have asked the manufacturers to show their patriotism 
by eliminating wherever possible. The response to the request 
of the Government has been more than satisfactory. The 
manufacturers are responding nobly and in every way possible. 

It then becomes your duty to work with the manufac- 
turer and the jobber to help in every way possible to help 
carry on this elimination which at the present time means 
nothing more than absolute waste. The saving by this elim- 
ination to any one concern is not in itself so much but when 
we take the aggregate amount, it will run into enormous 
sums of money. 

Tells the Meaning of Duty. 

What is “duty”? What do you owe to the country that 
has supported and protected you during the long period of 
prosperity and peace? Doing your duty does not consist of 
investing your money in the very best securities in the world, 
Liberty Bonds, or in contributing a few dollars to the Red 
Cross or the Y.M.CA. “Doing your duty” does not con- 


sist of wearing an American flag in the lapel of your coat and 
at the same time carrying a dagger concealed in your pocket. 





AMERICAN ARTISAN AND HARDWARE RECORD 29 


ready to stab in the back the pride of American manhood 
who are fighting your battles and mine across the water. 
Denounces Profiteers. 

Gentlemen, you are not doing your duty if you are 
storing goods ‘and figuring to make an exorbitant profit by 
so doing. This is what the Goyernment would call profiteer- 
ing and a profiteer is looked upon by the Government as an 
enemy to the country. However, don’t let us get confused 
by this word, for there never was a time when the Govern- 
ment was really so desirous of seeing all lines of business 
make a legitimate profit as at the present time. The Govern- 
ment not only expects every business man, but the laborer, 
the farmer, the manufacturer as well, to make a profit at 
this time. This is very essential. It is only by the people 
being prosperous that we are able to support the Red Cross, 
buy Liberty Bonds, and contribute in other ways to the suc- 
cessful financing of the war. 

Tells Need of Ordering In Advance. 

In past years you may have been short on some article 
and a telegram would bring it to you in a few days. Don’t 
figure on any such service this year. You should place your 
orders for your goods at least six weeks to two months in 
advance of your requirements. By so doing you are doing 
a real service to your Government and at the same time you 
are striking a blow to the worst enemy you have had in your 
business for several years, the mail order house. 

Outlines Ways to Help Government. 

You can show a duty to your Government by getting the 
merchants in your town to observe earlier closing hours. 
Suppose every merchant in your town opened an hour later 
in the morning and closed an hour earlier in the evening 
All of you would do just as much business as you are doing, 
and no one would be the loser. Just suppose we carry this 
farther and every merchant in the United States would save 
this same two hours, what would it mean in the conserva- 
tion of fuel and in store lighting? Now while we are at it, 
let's go one step farther. Just suppose that every one enjoy- 
ing this two-hour privilege was to devote that two hours or 
even one of them to the raising of vegetables, what would 
it mean in the way of conservation of food? 

Duty of Those at Home. 

We are sending millions‘of our young men across the 
ocean, to fight for the freedom of the world and for suffering 
humanity. These young men are giving up all that is near 
and dear to them. Many of them will never return to us 
again, and when the flower of American manhood are so 
willing to give up their lives in the fight to carry the flag that 
has never met defeat to victory, it seems to me there is no 
sacrifice so great but what we who stay at home should 
meet with an unflinching duty. Let us who remain at home 
meet every duty we are called upon to face so that when 
this terrible war is over and our brave boys come back home 
again, we can look them squarely in the eye and truthfully 
say we backed you to the limit. 

The first hour of the afternoon session of Thurs- 
day, February 14th, which began at two o'clock, was 
devoted to queries and suggestions developed through 
Box. 


the Question A very helpful and practical ad- 


dress was made at this session by C. A. Baumgart 
of Des Moines, who spoke on “Retail Advertising.” 


Ile gave many convincing examples from his own ex- 
perience and the experience of others to prove the 
value of local newspaper advertising for the retailer. 
The following is the text of his address: 


Address of C. A. Baumgart, to the Convention of Iowa 
Retail Hardware Association, February 14, 1918. 


As I face this Convention this morning I feel that I am 
in a similar position to one my little boy put me in just the 
other evening. My little boy has a playmate by the name of 
Robert. J overheard a discussion that went something lil 
this: Robert said, “My father knows a few things.” To 
which my boy replied, “Well, I'll bet my father knows fewer 
things than your father does.” 

Invites Questions on His Subject. 

I am here to talk to the successful hardware merchants of 
the State of Iowa concerning their own business and have 
never felt that I knew fewer things than I do right now. 1! 
want to explain to you that I have these notes here for your 
sake, not mine. The subject of Retail Aavertaine is one that 
I think that T can talk upon all day, but you know, as Abe 
Martin said, “I don’t care how much a man says as long as he 
Says it in a few words.” So! have noted here the few things 
already referred to and shall try to discuss them and quit 
However, after I am through if I have not made my thoughts 
entirely clear I shall be glad to discuss them further or an- 
swer any questions that ] may have raised m your minds. ! 
will try to do it to the best of my ability if not to your entire 
satisfaction. What I will say will probably interest most 
those of you who depend upon the farmers in your com- 
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munity for a good share of your business. As you will see 
by your programs, my bread and butter job is in the Retail 
Service Bureau of a Des Moines Farm Paper. My discussion 
will be along the lines of my work which, as you have prob- 
ably guessed, puts me in close touch with the retail advertis- 
ing situation in the middle western states. 

To Get Profit Is Reason for Advertising. 

Probably the first question that enters the minds of hard- 
ware merchants or any local merchant for that matter, when 
they consider advertising, is “Why should we advertise?” 
Now my answer to that depends entirely on how you put the 
question. If you say, “Why should I advertise?” my answer 
would be “To increase your volume of business and thereby 
add to your profits.” I don’t believe there is anyone of you 
who has so much business that you couldn't possibly make 
arrangements to take care of more. I don’t think there is 
anyone of you who ever expects to be in that position. | 
know we don’t. Now by simply asking why you should ad- 
vertise you admit the value of advertising but your doubt is 
expressed in the reason for your taking advantage of it. The 
answer | have given you is the same one you would give me 
if | ask you why you were in business. “For the profit I 
get out of it.” 

Advertising Teils People What Dealer Has. 

You may be well known in your community but the com- 
munity doesn’t know that you sell this particular line of 
stoves. If you want to check this up go out in the country 
some day and stop at each farm house you come to, Ask 
each woman if she can tell you the name of the stove you 
handle. Then carry on a vigorous advertising campaign for 
a month or two featuring your particular stoves and go ou 
again. Not to the same people but to the same class of people 
You will find a big difference. One hardware dealer tried 
that out a while back and [| know from his experience what 
the results will be. 

Customers Have Confidence in Advertisements. 

The customer, therefore, has confidence in the goods you 
sell, provided you handle goods for which a general reputa- 
tion is being maintained and established. The combination 
of this confidence with your own good reputation in your 
community can be made the biggest business-getting combi- 
nation available to you today. | think it is up to you to take 
full advantage of it. These are the best reasons that I know 
why you should advertise. 

Things Which Should Be Advertised. 

Now then, let us assume that we have decided to adver- 
tise for the reasons we have just discussed and not for the 
reason that so many merchants decide—simply because they 
think they are forced into it by their competitors. Do you 
know that there are many retailers who get mad every time 
they think about advertising? They would like to pass a 
law, or issue a decree, or something to put all advertising 
out of business. They feel that everybody would be better off 
if nobody advertised. Can you imagine such a situation? 
Imagine a man sitting down to write a good advertisement 
when he is more in the mood of a fight. It cannot be done 
no more than you can make a good sales talk under those 
conditions. Now, the very fact that you are attending this 
Convention tells me that we are not that kind. You are here 
to learn better business methods. And | think interested in 
the question “What should I advertise?”, so let us discuss 
that for a little while. 

Importance of Advertising One’s Service. 

You have just two things that you can advertise—your 
goods and your service. Your goods represent the physicat 
commodities that you buy for resale from others. Your serv- 
ice is that part which you add in order to justify the profit to 
yourself. Let me give you here an important thought—a 
merchant is entitled to profit only in proportion to the service 
he renders to the community in which he does business. Not 
any more or any less. The fact that you carry a stock of 
goods for which your customers can select the particular 
articles they require, represent a service on your part and you 
are entitled to a just profit on the article because of that 
service. But on the other hand, if you don’t have in stock the 
articles your customers have a right to expect you to carry 
because you are in the hardware business and they have to 
wait until you can get them you may think you are rendering 
them a service by ordering the goods particularly for them 
and can, therefore, expect extra profit when in reality you 
have fallen down on your obligation to them and to the com- 
munity in which you are doing business. You know what 
will happen to your business if you make that practice gen- 
eral. 

Handle Well-Known, Standard Goods. 

Let’s go back to advertising. As I said, you have just 
two things to advertise—your goods and your service. If you 
are handling well known, standard goods, your advertising 
problem is a simple one. You can concentrate your efforts 
upon your endorsement of these goods and your ability to 
supply them—your service. On the other hand, if you are 
handling goods that are not well known in your community—- 
for which there has been no reputation built up—you have 
got to spread your advertising efforts over both the goods 
and your business. You've got to build the reputation for the 
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goods in your community. Experience has shown time and 
again that the country merchant’s big advertising opportunity 
lies in his ability to hook up his local advertising efforts with 
goods that are well known and considered standard by the 
people in his community—and that means generally adver- 
tised goods. 

Reasons for Limiting Stock to Standard Brands. 

I am told that the average hardware store handles from 
six to ten thousand articles of merchandise. Now you will 
bear me out in the statement that your profit in any particular 
article lies in the last one-third of any the quantity of articles 
you buy. The money you get for the first two-thirds goes 
to pay back the original purchase price, your overhead, etc 
It is not until you start to sell the last one-third that you 
commence to collect your profit. If you handle several dif- 
ferent brands of the same grade of an article, you stand a 
much greater chance of having to sell the last one-third at 
cut prices and then you are cutting in on the profits you ex- 
pected. If, on the other hand you keep your line to one or 
two standard well known brands of any particular article you 
would sell your entire lot more often and collect your profits 
more often and you are not taking the risk of having to cut 
the price on the last one-third in order to get rid of the goods. 

Personality in Advertising. 

Now then, we come to the question “How should I ad- 
vertise?” This is the biggest question of them all. It has a 
different answer in each community and with every store, 
but there are some fundamentals which should be kept in 
mind and I am going to discuss them. In the first place, I 
think one of the most important things in all retail advertis- 
ing is personality. Every advertisement you put out, every 
letter you write, and even in your sales talks the personality 
of your store should be reflected. I think it is highly im- 
portant that every dealer prepare his own advertisements, if 
it is possible for him to do so at all. The next best thing is 
to use the specially prepared advertisements that the manufac- 
turers furnish. These are usually written by competent ad- 
vertising men who have made a study of local conditions and 
advertisements are prepared with those conditions in mind 
By all means, keep away from the “John Jones, General Mer- 
chandise, Silks, Satins, Calicos, Hardware, Nails, Cigars and 
other Vegetables” style of advertising. It doesn’t tell any 
story—doesn’t get anywhere, and the result is that the people 
don't read it. Also keep away from the syndicate stock ad- 
vertisement form of advertising. The kind that any dealer 
can put his name under and advertise his business. They fit 
any business and reflect the personality of none. 

What People Look for in Advertisements. 

There are just three things that people read advertise- 
ments for. First, the name of the merchandise and something 
about it. What it will do, how to use it, etc. Second, where 
they can get it. Who sells it in their community. Third, the 
price. It is, therefore, important first of all for you to get 
into your advertisements the name of the goods you sell and 
a short description of them that amounts to your endorse- 
ment. Second, your name and address should be properly 
displayed. Third, if it is practical, you should name the price 

Advertisement Must Not Be Too Crowded. 

As a rule, the number of articles in a local advertisement 
should be limited. On the smaller articles, similar in nature 
and construction, several can be included in the same adver- 
tisement with good results but on the larger articles it is 
far better to run only one article in an advertisement. It is 
important to change the advertisement each week. If you 
don’t you will find that you soon lose readers—the advertising 
grows stale. 

Suggests Formation of Advertising Clubs. 

Wherever it is possible I think it is to the interest of 
each of you to start a local Advertising Club. To include in 
it every merchant in your town and by all means, different 
country publishers. By discussing your local advertising 
problems—and the local problems of the hardware dealers 
are of similar nature to those of the shoe dealer and the dry 
goods dealer—you will find that you will get more out of such 
a club than you put into it. It, of course, takes an active 
interest on the part of all the members who hope to get any- 
thing out of it. They must expect to give as well as hope 
to receive. The subjects that 1 have discussed with you today 
are kept continually before the local advertising clubs in the 
state of Iowa. They are being solved by men on the job and 
every member of every club is profiting thereby. 

How Advertising Clubs Help the Dealer. 

You know what you are getting from this Convention 
Well, the meetings of your local advertising clubs are simpl) 
small local Conventions that discuss local advertising prol- 
lems. Any local club in the state—the one nearest to vou 
will be glad to help you organize your local club. Get it 
under way, and the State organization will be glad to supply 
you with competent speakers who have worked out many of 
these problems. Then you can make co-operative trade 
analyses and surveys. Do you know that the farmers in the 
average middle western state will travel twenty to thirty miles 
for their hardware and implements, and that they buy seventy 
per cent of the implements from hometown merchants and 
tWenty three per cent from the mail order houses? These 
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are things that you as individuals will find it hard to do but 
thru an advertising club they are comparatively easy. 


Friday, February 15, 1918. 
No formal speeches were made at the Friday ses- 
It was devoted to 


sion which opened at ten o'clock. 
reports of various committees, election of officers, and 
unfinished business. ; 

In conjunction with the Convention an exhibit of 
hardware products was held in the Main Arena of 
the Coliseum which produced a great deal of interest 
and resulted in a better understanding between the 
members of the Association and the producers and 
distributors. Prominent among the exhibitors were 
the American Steel and Wire Company of Chicago; 
Rock Island Register Company, Rock Island, Illinois ; 
R. J. Schwab and Sons Company of Milwaukee, Wis- 
consin; Lennox Furnace Company of Marshalltown, 
lowa; E. C. Atkins and Company of Indianapolis, 
Indiana; Keystone Steel Wire 
Peoria, Illinois; Milwaukee Corrugating Company of 
Milwaukee, Wisconsin; Meyer Furnace Company of 
Peoria, Illinois; Mahoning [Foundry Company of 


and Company, 


Youngstown, Ohio; and Vaughan and Bushnell Man- 
ufacturing Company of Chicago. 
“*- 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
HAS SPLENDID PROGRAM. 


The Twenty-first Annual Convention of the Illinois 
Retail Hardware Association will be held February 
18, 19, 20 and 21, 1918, in the Louis XVI Room of 
Hotel Sherman, Chicago, Lllinois. No 
last over two hours, and every session will begin 
Efficiency is the watchword of 


session will 
promptly on time. 
those in charge. It is their purpose to get the largest 
possible benefit from every minute of the Convention. 
Hence punctual attendance is earnestly desired. Spe- 
cial arrangements have been made for entertaining 
‘ull details of these 
page 28 of the 
1918, issue of AMERICAN ARTISAN AND 


the ladies during the Convention. 
arrangements were published on 
February 2, 
HARDWARE Recorp. The program of the Convention 
for each day is as follows: 

Tuesday, February 19, 1918. 


00 ALM. 
Exhibit—Ready to “show you”—Crystal Room = and 
adjoining rooms. 

10:00 A. M 
Convention opens promptly—Louis XVI Room. 


Songs. 

Invocation by T. J. Mathews, Mt. Vernon. 

President’s message—James P. Brown, Hillsboro. 
Announcement of Committees. 
Reports—Secretary—Treasurer. 

P. M. 

Songs. 

‘Finding and Solving Hardware Problems,” by H. P 
Sheets, Argos, Indiana. 
Question Box—Presided 
Carlinville. 

Do not be afraid to express yourself at any of the 
Question Box sessions. Stenographer will not be pres- 


2:00 


over by C. T. Woodward, 


P.M. 

Meeting of Subscribers, Hardware Underwriters called 
to order—Chairman, C. T. Woodward. 

Report of Advisory Committee. 

Report of Audit by Public Accountant. 

Insurance Question Box. 

Report of Nomination Committee. 

8:00 P.M. 

As all places of amusement are closed on Tuesdays, the 
Committee on Program has provided the lecture for 
this evening, which will be both instructive and enter- 
taining. 

“Plan Plus Push,” by Dr. Stanley L. Krebs, New York. 


4:00 
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All who heard Dr. Krebs at the Convention two years 
ago expressed a desire to hear him again on another topic. 
10:30 P.M. 

Exhibits close for the day. 
Wednesday, February 20, 1918. 

xt) AM. 

Exhibits open from &:00 A, M. to 10:30 P. M.—AIl in 

Crystal Room and adjoining rooms to the Convention 

Hall. 

0) ALM. 

Convention opens promptly. 

Songs. 

“An Undeveloped Business Builder,” by S. L. 
Chicago. 

Question Box 

ville. 

2300 P. M. 

Songs. 
“Training of Sales People,” by Thomas A. Knapp, Chi- 
cago. 
Question Box 
ville. 

m PLM, 
Adjournment. 
Exhibits at their best. 

130 PLM 


Exhibits close for the day. 


Thursday, February 21, 1918. 


Davis, 


In charge of C. T. Woodward, Carlin 


In charge of C. T. Woodward, Carlin- 


Call on them. 


R00 AL OM. 
Ixhibits open from &:00 A, M. to 6:00 P. M. today 
\ll in the Crystal Room and adjoining rooms to the 
Convention Hall. 
10-000 A, 
Songs. 
Vocal solo by Mrs \. 
“Community 
Indiana. 


KE. Marcotte, Kankakee. 
Development,” by FE. B. Moon, Lakeville, 


“Business Records,” by S. R. Miles, Argos, Indiana 
2:00 P. M. 

Songs 

“The Retail Merchant's Relation With the Govern 

ment,” by Sam T, White, Davenport, Lowa. 

Reports of Committees 
1:00 P.M, 

\djournment. Visit exhibits. 

Meeting of Executive Committee in Room 109. 
6:00 P.M. 

Exhibits close. 
X-00 P.M. 


Theater Party—Palace Theater. For members and ex- 
hibitors and their ladies. Given by Hardware Club 
(A. Vere Martin, President) and Chicago Hardware 
\ssociation (S. J. Koehler, President). 
Register for theater tickets at Secretary’s desk not later 
than Wednesday evening, February 20, 1918. Tickets 
not transferable, as admission will only be as regis- 
tered. 

Friday, February 22, 1918. 
Members and ladies will visit jobbers and manufactur 
ers of hardware in the Chicago District 
The Hardware Club of Chicago extends a_ cordial 
invitation for members of our Association and _ their 
ladies to visit and make themselves at home at. the 
Club Rooms—Cunard Building, corner Randolph and 
Dearborn Streets, twelfth floor—during Convention 
Week. 


“ee 


GETS SAFETY RAZOR PATENT RIGHTS. 


Helier Alexandre Vincent of London, England, as 
signor, by mesne assignments to Marie-Therese Elisa 
beth Salerni (née Couci), Sydenham Hill, London, 
england, has acquired United States patent right for 
a safety razor, under number 1,254,093, described as 
follows: 


A safety razor comprising a holder for thé 
razor blade, an overhanging stop thereon, a han- 
dle and a resilient member carried by the inne: 
end of the said handle which bears against the 
inner surface of the blade at a part to the rear 
of the said stop to resiliently press a part of the 
outer surface of the blade, nearer the edge, 
against the said stop 

A safety razor comprising a holder for the razor blade, 
an overhanging stop thereon, a removable handle, a slidablk 
pin arranged axially in the inner end of the said handle, a 
spring within the handle tending to press the said pin out 
from the inner end of the handle, the said pin when the said 
handle is in place bearing on the inner surface of the blade 
at a part to the rear of the said stop to resiliently press a 
part of the outer surface of the blade, nearer the edge, agains! 
the said stop. 
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Spirit of Loyalty Pervades Convention of Michigan 
Retail Hardware Association 











No more convincing evidence of the inherent Ameri- 
canism of the hardware dealers of this country can 
be found than in the wonderful spirit of loyalty to the 
Government which pervaded the Twentieth TI ourth 
Annual Convention of the Michigan Retail Hardware 
Association which was held February 12, 13, 14 and 
15, 1918, in the Convention Hall of Hotel Bancroft, 
Saginaw, Michigan. . The delegates were keyed to a 
high pitch of patriotism which manifested itself in all 
the deliberations of the gathering. The meeting was 
called to order by President James W. Tyre of De- 
troit, at one-thirty P. M. February 12, 1918. The 
assembly sang “America,” with an enthusiasm and 
fervor which bodes ill for the enemies of democracy. 
It was an open session to which merchants in other 
lines and the citizens of Saginaw were welcomed. A 
large number of visitors were present. The zeal which 
characterized the proceedings was a revelation to many 
of them. Speaker after speaker emphasized in glow- 
ing terms the loyalty of the association to our Govern- 
ment. The annual address of the president, James W. 
Tyre of Detroit, placed a strong accent upon the re- 
sponsibility of the Association to do something con- 
structive in helping our Government win the war with 
the minimum expenditure of lives and resources, The 
text of his address is as follows: 


Annual Address of James W. Tyre, President Michigan 
Retail Hardware Association, February 12, 1918. 


[ feel that there is an unusually grave responsibilitv 
resting upon the President of this Association, in presiding 
over a convention at this particular time. When | contem- 
plate the strength of the membership of this organization, 
and realize what a factor you men are as individuals in 
your respective communities, | can see what a powerful in- 
fluence we must exercise on all matters affecting the cities, 
the State, and the Nation in which we live. 

Indicates Responsibility of Members. 

What a great responsibility therefore devolves upon us 
to do something constructive, in helping our Government to 
win the war and to win it just as quickly as possible, thereby 
minimizing the loss of life and the suffering which is bound 
to grow and increase, the longer the war continues. 

Says We Must Do More for Our Country. 

Most of us have bought Liberty Bonds. Many of our 
members have arranged to use their stores as distributing 
agencies for Thrift stamps. Probably every one of us has 
given more or less to the Y. M. C. A., The Red Cross, The 
Knights of Columbus and to other similarly worthy enter- 
prises. Creditable as these efforts are, I venture to say that 
anything we have done along this line has not entailed any 
hardship upon us. We may have given to the limit of what 
we felt we were able to at this time but how little that seems 
to be when we compare it with the supreme sacrifice which 
is being made by millions of men who have responded to 
the call to the colors, and who are prepared to lay down 
their lives, that this great land in which we live, may be 
maintained as an example to the world of the benefits to be 
derived from a true democracy, where each man, each woman 
and each child is guaranteed Life, Liberty and the Pursuit of 
Happiness. 

Maximum Service to Government Is Required. 

Gentlemen, we are here, ostensibly to consider the prob- 
lems which pertain to the details of the business in which we 
are engaged, but, of far more importance is it, in my opinion, 
that during our deliberations we set aside all the time that is 
necessary to discuss ways and means by which we, as an 
organization and as individuals, may contribute the maximum 
service to our Government, in every way at our command. 

“Give Until It Hurts.” 
Let us leave here, feeling that one of the greatest attain- 


ments of this meeting was some tangible results accomplished 
along this line. Let us each determine that in every call for 
financial support, we will give until it hurts. 

Back Up Soldiers With a Wall of Gold. 

Let us back up with a wall of gold, those men who have 
offered their lives in OUR cause, so that there will be placed 
at their disposal, every machine, every facility and every com- 
fort they require to produce the maximum results from thei. 
efforts. 

Refers to Work Done by Association. 

Your secretary will tell you of the work and accomplish- 
ments of the Association during the past year and I will not 
take up your time by going into details in this connection, 
further than to say, that in any way that presented itself, your 
officers have sought to increase the efficiency of the organizd- 
tion and to bring it up to the point where no man in the retail 
hardware business can afford to stay outside the fold. 

At our National Convention in St. Louis it was gratify- 
ing to the delegates to learn of the developments that have 
been made in that organization along the line of protecting 
the interests of the retail hardware trade and of extending 
the scope of the service maintained for our benefit. The 
Price and Service Bureau has been made invaluable to those 
who use it. By its many other activities, the National Asso- 
ciation has become a factor which we should feel constitutes 
our most effective form of business insurance. 

Praises Work of the Secretary. 

While I have had opportunities this year to realize the 
conscientious efforts which your officers at all times put forth 
in behalf of this organization, many times at a persenal sac- 
rifice to themselves, I cannot refrain from mentioning espe- 
cially the work of your most efficient secretary, Arthur Scott 
I don’t think there is one of us but what has always had the 
utmost respect for Mr. Scott and we have felt ourselves ex- 
tremely fortunate in having a man of his caliber looking after 
our interests in the Secretary’s office. As President, I have 
had full opportunity this year to note the vast amount of de- 
tail work which devolves upon our Secretary, now that the 
Association has grown to its present size, and I want to tell 
you that I appreciate more than I ever did before, that our 
growth in membership and effectiveness during recent years, 
is largely attributable to the untiring efforts of Mr. Scott. 


Urges “Win the War’ Spirit in Convention. 

And now, gentlemen, in closing, let me once more appeal 
to you to radiate the “Win the War” spirit during this con- 
vention. Let us each be present in the convention hal! 
promptly at the hour assigned on the program for the open- 
ing of the meetings. Let us each express himself fully but 
concisely on the various subjects that come before us for dis- 
cussion and let us accomplish the work which we have at 
hand, so that as we return home, we will each feel prouder 
than we ever did before that it is our privilege to be a mem- 
ber of the Michigan Retail Hardware Association. 

The Wednesday evening session in the Convention 
Hall was exclusively for hardware dealers and was 
devoted to matters concerning the business and activ- 
ities of the Association. The session opened at 7:30 
P. M. with a carefully prepared and instructive ad- 
dress by Arthur J. Scott in the form of his annual 
report as Secretary of the organization. He gave the 
members much sound and practical advice resulting 
from his experience in handling the affairs of the As- 


sociation. His report in full is as follows: 


Annual Report of Arthur J. Scott, Secretary Michigan 
Retail Hardware Association, February 13, 1918. 


This has been an unusual year for all of us and the new 
conditions which we have been called upon to meet have 
required our best thought and effort in order to enable us to 
maintain our economic position and entrench the business in 
which we are engaged so as to be able to meet all emergencies. 

Urges Advantages of Cash Basis. 

One tendency which it seems to me we should take every 
means to encourage is the placing of our business upon 4 
basis just as near to the cash system as possible. Some of us 
feel that we cannot operate strictly upon a cash basis but we 


can all of us improve our present credit system. A settlement 
. 
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by notes will reduce our open accounts and enable us to have 
the use of our capital so as to comply with credit terms of 
those from whom we buy our goods. Jobbers and manufac- 
turers are drawing the lines closer on credits and if we adjust 
our businesses accordingly, it will eventually place the entire 
hardware trade upon a better basis. 

Approves Trade Acceptances. 

The use of trade acceptances evidently is going to become 
more general. This increases the working capital of the firm 
which employs that system of settlement. The acceptances 
are bankable and, as we all know to our sorrow, open accounts 
are not. 

Cautions Against Unprofitable Lines. 

Too liberal extension of credit leads to over-buying and 
encourages loading up with unprofitable lines. The retailer 
who is extended too liberal accommodation by those from 
whom he buys, has a tendency too often to become equally 
lax in getting the money from his customers. Let us not 
resent the general tightening up of credit but proceed rather 
to turn this tendency to our own advantage by adjusting our 
own system accordingly. 

Favors Program of Conservation. 

Our Government has set in motion a vast program of 
conservation. I take it that it devolves upon each of us to 
co-operate in this movement by cutting out ali unnecessary 
expenses and by avoiding waste in wrapping, delivery, and 
other details. There are innumerable ways in which we can 
effect savings without materially impairing the service which 
we render. We can find many ways in which to utilize 
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whatever money we save in this manner for, with the com- 
mendable war contributions which we all want to encourage, 
the higher taxes we are called to pay, the income and exces» 
profit taxes that we must expect will continue even after we 
have pushed the war to a successful conclusion, we must 
make every dollar, in the expense account, justify its existence 
there. 
Tells How to Take Inventory. 

The question “On what basis shall I take my inventory?” 
has been a perplexing one, and in a way seems to place the 
retailer between the devil and the deep blue sea. If he in- 
ventories his goods at present market prices so as to protect 
himself in case through fire it becomes necessary for him to 
replace his stock, his statement will show large profits that 
are really not made until the goods have been sold over the 
counter, and payment made for them. On these profits that 
he has not yet made, he will also have to pay taxes. 

Offers a Helpful Suggestion. 

If he inventories at cost price, he is jeopardizing his 
business in case of fire. My suggestions would be to inven- 
tory your goods at as near market value as possible and to 
discount this inventory for entry in your books and for the 
making out of your profit and loss statement, so as not to fool 
yourself in a false profit, or a profit not yet made. By doing 
this, it will also put your business in better shape for the 
decline, which is sure to come later. I trust that this subject 
will receive attention under the question box heading for I 
believe that most of us would like enlightenment in this con- 
nection. It would seem like good policy for us to be con- 
servative in our buying under present conditions; help along 
the conservation plan by buying only for immediate wants 
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and by ordering frequently, keep our stocks up to the point 
where we will not lose any sales. 
Hardware Business Requires Brain Work. 

Our business requires more brain work now than ever 
in the past. We are going to be successful according to the 
thought which we give and the planning which we do and 
this naturally suggests the development of a good accounting 
system so that we may know the exact condition of our busi- 
ness at all times. There is a big difference between “system” 
and “red tape” and I am afraid that some merchants stick 
to old accounting systems because they fear that a revolution 
in this department will involve extra clerical help. With a 
good concise accounting system such as many of our mem- 
bers are using, the slight cost of maintainance eventually 
results in an actual reduction rather than an increase in the 
cost for clerk hire. This is another fruitful field for dis 
cussion and I believe that many of our members would like 
to see it taken up at this convention, 

Michigan Hardware Dealers Active Association. 

Michigan took an active part in our last National con- 
vention, Mr. Lee of Muskegon and Mr. Leedle of Marshal! 
both contributing very able addresses on subjects of practical 
interest to all of the retail hardware men of the country. 

Hardware Mutuals Are Improving. 

The hardware mutual fire insurance companies have con 
tinued their creditable records and while fire losses increased 
in Michigan in 1917 as comared with 1916, the standing of 
the companies has improved and this form of insurance has 
been recognized as the strongest protection a hardware man 
can have against loss through fire. In addition to the enor- 
mous saving which these companies have effected for out 
members, we have found them anxious to make prompt and 
fair adjustments of all claims and without resorting to the 
technicalities which formerly were expected from the old 
line companies when a fire loss was to be adjusted. 

Traveling Salesmen Assist Retailers. 

Through the efforts of our National Association, the 
manufacturers of the country are developing plans to enable 
their salesmen to be of more service to the retailer than 
merely to come and take his orders. It is hoped that as a 
result of this movement, traveling men representing the 
manufacturers and, | trust, the jobbers also, will come pre- 
pared to offer suggestions to the retailer on matters in regard 
to which he needs assistance. There isn’t one of us who 
cannot learn something from these men and we can be great 
ly benefited by this point of contact. Let us be open-minded 
at all times, therefore, and give courteous attention to sugges- 
tions that come from this source. It opens up a broad field 
for closer co-operation between the manufacturer, jobber, and 
his retail distributor. 

Mentions Work of Hardware Secretaries’ 

The conference of hardware secretaries held in Chicago 
in October was a most constructive meeting These con- 
ferences are having a greater influence each year upon the 
development of efficiency in handling the detail work of the 
several state associations and every secretary, judging by 
expressions which [ have heard, feels that he derives benefits 
from these meetings that are invaluable to the organization 
which he represents. It is not necessary for me to elaborate 
upon the details of the work that comes before these meet 
ings but I feel that their importance te us as an organization 
justifies recognition by being mentioned in a report of thi 
kind. 


in National 


Conference. 


Standing of Membership Is Better. 

Our membership has not shown the gain in numbers that 
has been shown in some other years but the standing is in 
better shape than it ever has been before. At the time of 
our last convention we reported a membership of 1,185. Of 
this number 97 have either gone out of business, resigned of 
been dropped for non-payment of dues, leaving 1,088 of our 
old members still on our list. We have taken in 119 new 
members which brings our present membership up to 1,207, 
which is a very creditable showing 

In closing I want to mention briefly the work of your 
officers and committees who have looked after your interests 
during the past year and who have given so freely of their 
time to insure the success of this convention. Your officers 
have been always on the job where it could be shown that 
they could be of service to the organization and it has been 
a great pleasure to a man in the secretary’s office to work 
with them. You, I believe, thoroughly appreciate what it 
means to give to the work of an organization, time that might 
to advantage be employed in the details of one’s own business 
and I trust these officers will feel that the results which 
have been accomplished through their work are appreciated 
by the membership. 

I want again to thank the members for the consideration 
that they have shown to me at all times and to assure you 
that the work has been made very pleasant and congenial tu 
me as a result of the knowledge that you are doing what 
lies within your power to make the organization what it is 
today. 

The sessions of Thursday were opened to the gen- 


eral public and were devoted to discussions of sales- 
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In the evening a banquet of the hardware 
Friday, Feb- 


manship. 
men was given in the Masonic Temple. 
ruary 15th, the convention came to end with the execu- 
tive session for retail hardware dealers only, in which 
routine business and committee reports occupied the 
time. An exhibition of hardware and related products 
was held during the Convention in the Saginaw Audi- 
torium. Among the displays which attracted favor- 
able notice were wire and iron products by Keystone 
Steel and Wire Company of Peoria, Illinois; coaster 
wagons and sleds by Buffalo Sled Company of North 
Tonawanda, New York; rules and tapes by Lufkin 
Rule Company of Saginaw, Michigan; manufactured 
nails, wire and iron products by American Steel and 
Wire Company, Chicago, Illinois; door hangers and 
hardware specialties, Richard-Wilcox Company of 
Aurora, Illinois; oil stoves by Ringen Stove Company 
Division American Stove Company of St. Louis, Mis- 
souri; and a large and varied assortment of tools by 
Vaughan and Bushnell Manufacturing Company of 
Chicago, Illinois. 

The balloting for officers resulted in the election 
of the following men to serve for the ensuing term: 

President: Joun C. Fisner of Ann Arbor. 

Vice-president: Grorce W. Leepie of Marshall. 

Secretary: Arruur J. Scort, of Marine City. 

Treasurer: WittiAM Moore of Detroit. 

It was decided to hold the next annual convention 
of the Michigan Retail Association in 


Kalamazoo, Michigan. 


Hardware 


_ eo - 


PROGRAM OHIO HARDWARE ASSOCIATION 
PROMISES FINE CONVENTION. 


Strenuous efforts are being made to break all for- 
mer records in the forthcoming convention of the 
Ohio take place 
February 19, 20, 21 and 22, 1918, in the Assembly 
Room of the Deshler Hotel, Columbus, Ohio. The 
officers of the Association and the various Convention 
Committees have been working hard to insure the suc- 


Hardware Association which will 


cess of the meeting and the indications are that their 


labors will be well rewarded. The program for the 


Convention is as follows: 


Tuesday, February 19, 1918,9 A. M. Until 12:30 P. M. 


Reception of members at headquarters, Deshler, Hotel. 
Registration, distribution of badges and tickets for the various 
entertainment features of the program, and opening of the 
Hardware Show in Memorial Hall. 


1:30 P. M. Until 3:30 P. M. 


Meeting of all members in the Assembly Room of the 
Deshler Hotel, including the ladies, who are especially in- 
vited. Exhibit Hall will be closed at 12:30 and reopened at 
3:30, so that every one can attend this meeting. 


EE gee de ero we aaan aia wem hc are bewte Orchestra 
Convention called to order by President Smith. 

Song, “America,” by entire assembly. 

ee err rer: W. P. Bogardus, Mt. Vernon 
Welcome Address. ...ccccccccsccccs Mayor George J. Karb 
Welcome Address to the Ladies........ Miss Anna Riordon 
PDR, ans vntesscnscceperenevetecscencess President Smith 
EE elk Gia ew cid al ae ei odin weil meee Orchestra 
ee ee We CE 60.5. 00beseds dace katess teas a 


_ Mr. Henry A. Williams, President Chamber of Commerce 
“Some Observations by the Governor”..Gov. James M. Cox 
MEE Das ibens ise pedunbakd suunendinesunnasscoode Orchestra 


Adjournment and reconvened into executive session for 
the report of the Committee on Nominations. 
bers will not leave the hall. 


Retail mem- 
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7:30 P. M. 
Open meeting for all members. 
aT Aa Se ae oe renee Pe Orchestra 
Address, “War and Business”...........Mr. Frank Baackes 
American Steel and Wire Co. 
I Pe Og ee ee ewe Se fy tT A Male Quartet 
Address, “The Present Revolution in Retailing’.Carl H. Fast 
DM cv ccaadksdnlenne tit ieeanwensesewcnsaues cs Ge: ae 
Address, “War, the New Business of America, and the 
Merce TUNGE ME TE one nce cescvcccsese Roy F. Soule 
gee OT ae hes eines SA Rn Sees SR Orchestra 


9:30 P. M. Until 12. 

Reception at the Deshler Hotel by Columbus manufac- 
turers, jobbers, and retailers, and ladies; a real “get- 
acquainted-affair” for every one. 

Wednesday, February 20, 1918, 9 A. M. until 12:30 P. M. 
Assembly Room, Deshler Hotel. 

Executive session. Representatives of trade press ad- 
mitted to all sessions. 

President's address. 

Report of the Secretary. 

Report of the Treasurer. 

Report of the Secretary of Insurance. 

salloting for officers. 

Question Box discussion, “ 
of H. B. Coleman. 


3uilders’ Hardware,” in charge 


Afternoon; 3 P. M. 
Musical and tea for ladies, with address by Miss Edna 
M. White, Director Home Economics, O. S. lL 
Evening, 8 P. M. 
the traveling members at U. T. C. 


entertainment by 
There will be some- 


Hall, with refreshments and dancing. 
thing for every one. 
Thursday, February 21, 1918, 9 A. M. Until 12:30 P. M. 

Executive session, Deshler Hotel. 

Report from the National Association on a_ standard 
system for keeping track of the hardware business. 

Question Box discussion, “Tools and Cutlery,” in charge 
of H. C. Wiseman. 

Question Box discussion, “Side Lines to the Hardware 
Business,” general discussion by all the members. In this 
discussion will be included anything that is for the benefit 
of the business from systems for stores to existing conditions. 

Closing of the ballot for the election of officers. 

Evening, 8 P. M. 

Annual theater party, Keith’s Theater, for all members 
and ladies. 

Thursday is given up to the ladies for shopping and 
visit to Exhibit Hall, 

Friday, February 22, 1918, 9 A. M. Until 10:30 A. M. 

Executive session, Deshler Hotel. 

Report of committees. 

Unfinished business. 

New business. 

Adjournment so that we may be guests of the manu- 
facturers and jobbers of Columbus, who have invited all the 
retailers of the state of Columbus for a community day, 
and provided a program, with dinner at noon. 


> 





>oo 


PATENTS A GRIP CHAIN FOR TIRES. 





1,254,023, United States patent 
Soyer, Chi- 


Under Number 
rights have been granted to William J. 
cago, Illinois, on a grip-chain for tires, which is de- 
scribed as follows: 

The combination with 
a wheel having a tire 
thereon, of a grip chain 
comprising a plurality of 
flexible tread members 
extending across and 
around the periphery of 
the tire, a plurality of 
resilient members carried 
by said flexible members 
fixed socketed members 
on said wheel, and mem- 
bers adapted to be con- 
nected at one end with 
said resilient members and at their other ends with said 
socketed members to hold the tread members in place. 

The combination with a wheel having a tire thereon, 
said wheel being provided with a plurality of threaded sockets 
on each side thereof, of a grip chain for the tire comprising 
a plurality of flexible members extending across and bearing 
upon the periphery of the tire, a resilient member carried by 
each of said flexible members, and a threaded member 
adapted to engage each of said sockets and supported by each 
pair of said resilient members to hold the flexible members 
in position upon the tire tread. 
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DEVOTION TO THE FLAG IS UPPERMOST IN 
CONVENTION OF NORTH DAKOTA RETAIL 
HARDWARE ASSOCIATION. 





Devotion to the flag of our country, which expressed 
itself not so much in fervent oratory as in plain, hard- 
hitting words, was the salient feature of the annual 
convention of the North Dakota Retail Hardware As- 
sociation which took place February 13, 14 and 15, 
1918, at Grand Forks, North Dakota. In his opening 
address, Otto Sougstad, president of the Association, 
pleaded for maximum service from every retail hard- 


ware dealer in the winning of the war. He urged the 


use of labor-saving devices and the practice of the ut- 


most economy in order to release funds for Govern- 


ment use. He insisted that our big business is to win 
the war and that we must give ungrudgingly of our 


time and means for that end. He concluded with an 


optimistic prophecy that out of the great conflict will 
come a stronger nation. His speech is herewith repro 
duced in full: 
Address of Otto Sougstad, President North Dakota Retail 
Hardware Association, Grand Forks, North 
Dakota, February 13, 1918. 


The past year has been far from an ideal one from the 
standpoint of the retailer and particularly so the hardware 
dealer. With constantly changing prices and an ever-increas- 
ing list of cancellations on orders, it becomes more and more 
apparent that we are passing through a critical time. [rom 
all reports obtainable there is no immediate relief in sight. 
Rather, | believe, we will find conditions much more difficul: 
as time goes on. This will not be the rule in the matter of 
prices as much as in the question of securing supplies. [| be 
lieve the Government will step in and adjust prices so no 
unfair profiteering will be possible, thereby starting the move- 
ment for a general price regulation which has been earnestly 
supported by the retailers throughout the country, but with 
the ever-increasing requirements of our country in pushing 
this war to a victorious end and with fair distribution to 
be considered our raw material as well as our finished prod- 
ucts will be subject to a heavy drain and a radical readjust- 
ment. This will effect the entire field of steel, iron, metal 
and wood products. By following the trade and news press 
we will notice that all the industries of the country are being 
organized along lines of most efficiency, although some mis- 
takes may occur, and non-essentials will be eliminated to the 
largest extent. 

We should therefore keep this in mind when placing or 
ders so that necessary goods may be at hand in the proper 
season. 

Government Must Have Ample Funds. 

It goes without saying that in order to carry on this 
gigantic undertaking our Government must have available 
capital. The business men of the country will be called upor 
often and extensively to assist in providing this money. It 
is therefore absolutely necessary that business should con- 
tinue without a halt and every field, mine, lumber camp, fac- 
tory, store and transportation line should be operated to the 
fullest extent. But we must also depend upon the leaders of 
our activities to exercise due prudence and intelligence in 
lormulating rules and methods of procedure. By a careful 
survey of our own business we will no doubt find opportuni 
ties for changes that will assist in conservation of both labor 
and expense without impairing the work of the establish- 
ment. Just as the Government and the larger corporations 
of our country are organizing and systematizing their affairs 
to avoid duplication and waste of effort so the smailer busi- 
ness men can rearrange their plans of handling their affairs 
sO a saving can be made. 

Advises Use of Labor-saving Devices. 
_ Arrange stock and install devices that will save labor and 
time in handling. Buy carefully and from few houses to 
avoid overstocking and duplication of lines. Keep complete 
business records so all details of your business can be ascer- 
tained in short time. Be careful about your premises so as to 
reduce the fire risk to the minimum. Use great care and 
caution in adding new lines or carrying large varieties of 
fancy goods, since during this new adjustment of things it 
will be difficult for any manufacturer of so-called non-essen- 
tials to obtain raw material. If you have old stickers in your 
stock now is a good time to unload without loss as your cus- 
tomers would, no doubt, be glad to pay you pre-war prices. 
Selling Price Needs to be Adjusted. 
See that your selling price is somewhat in conformity 
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with present costs. There has been some difference of opin- 
ion as to how a dealer should price his inventory. My opin- 
ion, which seems to be that of the majority, is that goods 
should generally be marked at the purchase cost except on 
staples that sell all the year round. My reason is that there 
is no profit on the goods until sold and should market price 
he used you would have a fictitious value upon your stock. 
Should prices drop you would have a loss that also was not 
real. [| would emphasize that you make a thorough revision 
of your selling prices on your entire stock. You will be sur- 
prised at the prices you are letting some of your goods be 
sold at and a few days’ patient overhauling of the store will 
pay you well. There are many sources of information avyail- 
able to you for ascertaining present values. 
Deals With Question of Delivery. 

The question of delivery has become an eapentont propo- 
sition in the larger centers, so much so that the Government 
has recommended a curtailment. In the smaller farming cen- 
ers of the West the matter of delivery is not of great moment 
to the hardware trade. We are glad to make deliveries at 
any time as we do not feel that it entails any extra expense. 
We could hardly expect a carpenter to wait for once a day 
delivery on a keg of nails. The general stores of our city 
have twice a day delivery and that plan seems to work out 
all right. 

Discusses Matter of Return of Goods. 

The matter of the return of goods is also calling for a lot 
of attention. In our business we have very little trouble but 
| like to know some valid reason before | accept goods not 
sold on trial. In our dealings with the jobber or manufac 
turer we always ask permission before returning purchases 
and give a frank reason for wishing the return if the fault is 
ours. Otherwise, we are just as frank in calling the othe 
party's attention to their errors. We never experience any 
trouble in getting a fair adjustment. 

Changes in Marketing Paints. 

Radical changes are being made in the marketing of 
paints. The number of colors will be materially reduced, 
which should have been done long ago, also the sizes of pack 
ages will be altered, so many of the smaller sizes will be cut 
out altogether. It will be well for all who handle paints to 
look up the new regulations in your trade papers and be 
guided thereby. 

Service Is Most Important. 

The question of price that at one time was the paramount 
issue in our Association activities has now become secondary 
to the question of service. In the many perplexities that will 
in the coming years meet you and trouble you, keep in mind 
that the people of your community will demand efficient sery 
ice from their tradesmen. If the present system of marketing 
merchandise through the retailers meets the demands of the 
buying public we shall continue to exist as a necessary branch 
of the business world, otherwise other more satisfac- 
tory method will be adopted. The solving of the problem lies 
largely in the hands of the retailers themselves. Make your 
self useful to your community. Study the wants of your 
trade territory and try and fill that demand by carrying ade 
auate stocks and be ever ready to send special orders for 
goods not carried in stock or temporarily out of. Try and 
learn all you can about the goods you handle, so you can 
give an intelligent explanation of their nature and merits 
Be in touch with movements of a public nature, such as good 
parks, recreation, adequate marketing facilities, in 
fact, any scheme for the general good. Try to impress upon 
your trade that you are always ready to serve both in your 
business and as a member of the community, and your re 
ward will not fail to come. 

Refers to Lignite Resources of North Dakota. 

We business men of North Dakota have an opportunity 
to assist in developing a state industry that holds great futur« 
that is the lignite mining. This winter has shown 
us that we cannot depend upon the coal supply of the east for 
our fuel. The wood supply is in even worse condition. Right 
in our own State we have millions of tons of a clean, con- 
venient and economical fuel that can for all time release us 
from the danger of a fuel famine. As hardware dealers we 
are directly interested as we sell the that burn the 
coal. We should, therefore, stock, and educate our trade, as 
to the best style of stoves to use. There is not a community 
in our State that is not interested in this industry and the 
possibilities for this fuel as a household agent and as a cre- 
ator of power is beyond our conception, 

Mentions insurance Features of Association. 

The insurance feature of our Association work has so 
often been dwelt upon that nothing further need be said, but 
any dealer who fails to take advantage of the saving afforded 
by the Mutual Hardware Insurance companies is not availing 
himself of an opportunity to make an extra profit 

How to Turn Waste into Profit. 

Another item of direct interest to us as hardware dealers 
is the junk business. In line with the national plan of con 
servation a great amount of refuse and waste material is he- 
ing collected and put into use again. Over the fields and in 
the barnyards of our country are millions of tons of scrap 
iron, metal, rags, paper, bones, etc., for which there is a steady 


some 


roads, 


promise, 


stoves 
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market and the hardware dealer is in a favorable position to 
assist in getting these things to market centers. A nice piece 
of extra money can be picked up in this line. Handling this 


stuff may often assist in increasing trade, as farmers and . 


others bringing it in will take the amount realized out in 
other goods or apply it on account. 
Calis Attention to Co-operative Stores. 

It has been advertised quite extensively throughout the 
State lately about the organizing of a chain of co-operativ 
stores. This organization is still in the creative stage and 
nothing can yet be said for certain as to the entire plan. I 
understand that five or six stores have already been started, 
mostly in the northern part of the State, and we will, no 
doubt, get some information as to the scope of the movement 
from members in these localities. The same interests that 
are promoting this enterprise are also organizing a chain of 
banks controlled by them, so the local influence wielded by 
these parties will be quite extensive. 

Comply with Explosives Law. 

The national Explosives Law requires your careful at- 
tention. Under this law every one selling or buying explo- 
sives in the form of dynamite, caps, fuse or powder must 
take out a license. This can be procured from the county 
auditor or other legally appointed agent. A report must be 
given of all explosives on hand at the time of the application 
for license and a careful list must be made of all subsequent 
sales. The reason for this regulation is very plain and every 
loyal dealer will be anxious to comply. Bear in mind that 
the purchaser also must have a license before he is privileged 
to buy. 

Telis of Helps from National Association. 

It was my good fortune as your president to attend the 
national convention in St. Louis in June and the meeting of 
the secretaries and presidents in Chicago in October. The 
program at the St. Louis convention was a change from the 
past methods followed. The subjects were divided into sep- 
arate sections and handled in short talks by the delegates, 
who were selected with some special qualification in mind. 
The plan worked very satisfactorily and will, no doubt, be 
followed in the future. One of the things that impressed me 
most at the convention was the outline of the plan for field 
service as prepared by the national office. The plan is to 
have competent men to come into every State wishing such 
service; these men to be of personal assistance to the mem- 
bers in solving problems that arise in their business. They 
will be in position to give authentic advice on the arrangement 
of stocks, advertising, bookkeeping, sales helps, checking in- 
surance policies, training help and other matters that interest 
the retail hardware dealer. The plan is still incomplete but 
very likely the work will be fully explained to you at this con- 
vention. 

Suggests Study of Trade Territory. 

In connection with this service comes the proposition of 
study of trade territory. The National Secretary had pre- 
pared a comprehensive plan for handling this feature and 
this will also be presented to you. We all are likely to neglect 
this important part of our business. No one will question 
that one of the essentials in handling our business properly 
is to have a thorough knowledge of our trade territory. Hav- 
ing a list of information on every prospect in that territory 
will be of immense assistance in increasing trade and conse- 
quently adding to profits. With this will come advertising 
and the keeping of an authentic mailing list. 

Counsels Use of Trade Acceptances. 

Trade acceptances is another timely subject for consider- 
ation. This new style of commercial paper is to take the 
place of the open book account and is in the form of a nego- 
tiable note. It is plainly of advantage to a manufacturer of a 
limited line whose sales are in larger quantities, but I notice 
that the jobbers show less enthusiasm. It would appear to be 
of little advantage to the retailer over the ordinary note ex- 
cept in communities where goods are sold on short time 
terms. 

The filling out of the Income Tax Report is a matter of 
pressing importance at this time; also the new legislation of 
Employers’ Liability. Both topics will be presented to you by 
competent speakers. j 

Our Big Business Is to Win the War. 

In conclusion, I wish to impress upon you all that the big 
business before this country today is to win this war. Let us 
all lend our country all the assistance at our command. We 
wish to show thé boys who are fighting our battles that we 
appreciate their sacrifices. Let us give ungrudgingly of our 
time and means toward the end that our beloved nation with 
her allies may reach a speedy and honorable peace. Let us 
willingly observe the various regulations calling for a small! 
amount of self-denial, that others not_as fortunately placed 
as we are shall not suffer needlessly. Our country is fighting 
unselfishly that freedom of speech and thought shall not be 
ps anyone. She is living up to the grand record made in 
the nearly one hundred and fifty years of our national life. 
She is fighting to keep the oceans of the world the free high- 
ways of all nations. She is fighting for the principle that the 
lives and property of noncombatants and neutrals shall not 
be ruthlessly and barbariously destroyed. She is fighting so 


we and our children in generations to come may have the 
opportunity to work out a glorious destiny without interfer- 
ence by a brutal military despotism from without or a despic- 
able, treacherous propaganda from within. 

Predicts a Greater Nation. 

We will come out of this conflict a stronger nation. The 
crucible of war will cement us into a more compact body 
politic. Methods of thrift, economy, conservation and co- 
operation adopted now will have a lasting influence and by 
its timely participation in this struggle our beloved America 
will have justly earned the title of Defender of Democracy 
and Protector of the Weak. Having found our piace in the 
Sun we shall prove ourselves worthy to fill it by ever striving 
to add to the contentment and happiness of man and by a 
jealous regard for the fair name of our common land. 





SOLDIER WON’T LET WAR STOP HIM FROM 
GETTING AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 

Kindly continue my subscription to your paper. I 
am very well pleased with it, and hope that the war 
will not interfere with my receiving it regularly. 
Wishing you success, I am, 

CorporAL GEORGE L. GEBBARD, 
65th Aerial Squadron. 
Kelly Field, San Antonio, January 24, 1918. 





PROCURES TIRE CHAIN PATENT. 


Ray C. Noll of Pleasant Gap, Pennsylvania, has 
procured United States patent rights for a tire-chain 
under Number 1,254,154, described in the following 


paragraphs: 

A chain element 
made up of links and 
means for connecting 
the ends of the chain 
element comprising 
link at one end of the 
chain having side bars 
and end bars, the side 
bars being formed with 
transversely extending 
perforations and a con 
necting member at the 
other end of the chain, trough shaped in form and having 
perforations in its lateral flanges adapted to be registered 
with the perforations in the side bars of the end link, a pin 
adapted to be disposed through said perforations of the con 
necting member and the link, and means for holding the pin 
against accidental detachment. 

The combination with a grip tread for tire chains com 
prising open-centered tread members, having oppositely dis- 
posed pairs of perforations extending parallel to the plane of 
the face of the tread member, of a connecting member U 
shaped in form to provide legs adapted to be passed through 
the perforations in the tread member, the ends of the leg: 
being perforated for the passage of cotter pins. 

A chain composed of open centered tread elements, an:! 
links connecting said tread elements having sliding engag« 
ment with the tread elements and permitting the movement of 
tread elements toward or from each other. 


a 


RETAIL HARDWARE DOINGS. 


IMinois. . 

The Greenleaf Hardware Company of East Moline has 
been incorporated with $20,000 capital by E. N. Porter, C. 
Abrahams, Albert W. Jaxon and M. E. Clark. 

lowa. 

Curtis Farmer sold his half interest in the hardware firm 
of Keller and Farmer of Homeston to J. L. Yates. 

H. L. Squirer opened a hardware business at Meltonville 

A. W. West bought the Schilling Brothers Hardware 
business at State Center, Iowa. 

Minnesota. 
Peter Milne and Oscar Hartz bought the hardware busi- 
ness of Wm. Balentine at Prosper. 
Nebraska. 
W. H. Haywood bought a hardware business at Bushnell. 
North Dakota. 

G. G. Radke has taken over the Valley Furniture and 

Hardware Company at Golden Valley. 
South Dakota. 

D. M. Warford bought the hardware business of Black 

Brothers at Big Stone. 
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ADVERTISING’ CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








SALESMANSHIP IS KIN TO ADVERTISING. 


To the average person, salesmanship and adver- 
tising are two separate things with little relation to 
each other. There the average person is mistaken. 
Salesmanship and advertising are, to a large degree, 
the same thing. Salesmanship is the art of selling by 
means of personal solicitation. Advertising is the art 
of selling through information spread in writing. The 
one is found on the scene of the purchase; the other 
prepares the mind of the purchaser so as to facilitate 
the work of the seller. 

1K K 7K 

Everyone likes to laugh at a funny picture. But to 
take up all the space in a hardware advertisement with 
a funny picture is decidedly not a good policy. This is 
the fault with the advertisement shown herewith, 
which appeared in the Olean Evening Herald, Olean, 
New York. If, together with the announcement that 
the advertiser had moved, an attractive layout had 
been presented mentioning some of the articles to 
be sold in the new store, and giving the prices, the 
effect on the prospective buyers would be much 








Well, I’ve moved again; this .time back to the Palace 
Theatre Building. Lots of Bargains in Hardware. 
There are 50 good $35 Bicycles at $18.00 each. 











As the advertisement however, 
the reader is simply impelled to laugh as he would 
at a comic valentine, but pays no further atten- 
tion to the reading matter, of which there is very 
little. The space could have been profitably used with 
further information about the bargains in hardware 


and more news about the bicycles. Another bit of 


greater. appears, 


information which should have been mentioned is the 
name of the dealer. 


It seems very strange that this 


important part of the advertisement should be com- 
pletely left out. Presumably the dealer expects peo- 
ple to know him from the picture shown in the ad- 
vertisement, which gives one the impression that he 
has too much confidence in his popularity. This ad- 
vertisement would be more appropriate for the an- 
nouncing of the coming of a new cartoonist to a news- 
paper, or the opening of a school for drawing. As a 
hardware advertisement, however, it has no effect. 
The only redeeming feature in the advertisement is 
that it mentions the price of the bicycles on sale. 
x * * 


The desire to tell too much about themselves and 
‘not enough about the go xls which they sell often takes 
too strong a hold upon dealers when they advertise. 
This is one of the faults with the advertisement of 
P. R. Jobes which ran in the Courier, Camden, New 


Jersey. A description of some of the features of the 


BEE EDRI ERED ERP B Or TALL SEDD OLED ORPELOHES SEH TELEDED 


} THE PLACE TO BUY ¢ 
Perfection Oil Heaters, 


Coal, Wood € Gas Stoves 


The oldest established and only real 
Camden. We have a‘arge stock of Oil 
Wood and GasStoves of all kinds on hand. 


Ship Yard and Manufacturing Plants Take Notice! 


PROGES C4 


? 


stove store in : 
Heaters, Coal, 


We have shop and office stoves of all sizes, and deliver 
anywhere, 
All kinds of Smoke and Heat Pipe and Elbows on 
Hand end Made to Order. 


328 FEDERAL ST., 


P. R. JOBES, CAMDEN. 


PD EBEDO SEED DLELE DE PEEPS HERDER 


POPE SS5-49 9 60S O5G9 HF PSF SE S44 





stoves on sale could have very well displaced the in 
formation that the dealer has the oldest established 
It would do 


more to bring trade to the dealer than any amount 


and only real stove store in Camden. 
of news about the history of his store. Another great 
defect with the advertisement is the fact that no prices 
of the stoves on sale are mentioned. ‘This is a very 
grave omission, as the first thing a buyer wants to 


know whether or not the article is within his means. 


know is the price of the commodity. wants to 
If the prices are not given in an advertisement, the 
reader often The two 
outstanding faults in this advertisement, namely, the 


loses interest immediately. 
failure to mention the features upon which the sale 
of the articles is based, and the omission of prices 
detract very much from the trade-bringing power of 
the advertisement. 
J x 

The more a merchant advertises, just that much 
more business will he eventually get. When 
you get started, do not stop, because that is what 


once 


proves so costly to the merchant in the long run. 
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HEATING AND VENTILATING 








ILLINOIS CHAPTER HEATING AND 
VENTILATING ENGINEERS 
HOLD MEETING. 


The meeting of the Illinois Chapter American So- 
ciety of Heating and Ventilating Engineers, held Mon- 
day evening, February 11, 1918, at the Chicago En- 
gineers’ Club, 314 South I‘ederal Street, Chicago, was 
addressed by Dr. W. A. Evans, formerly Health 
Commissioner of the City of Chicago. He took for 
his subject “The Relation of the Medical Profession 
to the Heating and Ventilating Engineers.” Dr. Evans 
pointed to the gratifying fact that questions of public 
health are receiving more attention every year. He 
declared that many outbreaks of pneumonia, colds 
and similar respiratory diseases have been traced to 
defective ventilation in our homes, meeting places and 
public buildings. He emphasized the necessity of 
closer co-operation between the medical profession and 
ventilating engineers to remedy these conditions, 

The routine business of the meeting was enlivened 
by the reports of special committees of unusual inter- 
est. The Illinois Chapter American Society of Heat- 
ing and Ventilating Engineers has succeeded in mak- 
ing these monthly gatherings instructive and attrac- 
tive, with the result that there is always a good attend- 
ance. A. E. Stacey, Jr., the secretary of the Chapter, 
is an indefatigable worker and deserves much credit 
for the efficiency with which he conducts the affairs 
of his office. 

a ee 

COMPANY IS GIVEN STATE CHARTER. 

A state charter was issued February 11, 1918, to 
the Lindas Company, the latest addition to the incor- 
porated companies of Kenosha, Wisconsin. The com- 
pany has a capital stock of $15,000, and it is to engage 
in the manufacture and sale of warm air heaters and 
other heating equipments for homes and other build- 
ings. The leader of the new company is Hans Lindas, 
for many years one of the most successful dealers in 
warm air heaters in Kenosha. Associated with him 
are his son, Charles R. Lindas, and James H. Karness, 
Junior. Both of these men have been closely con- 
nected with the business of the Company for some 
time. With the incorporation of the new Company it 
is expected that the business will be greatly extended. 
It will be in the hands of men thoroughly versed in 
the handling of heating plants. 


~— 


COUPON BRINGS SALES PLAN WHICH HELPS 
DEALER REAP PROFITS. 





People who sell anything in any line of business 
know that in order to make a success they must first 
have something good to sell, and second, they must 


know how to sell it. 
standardized goods, for such brands always possess 
quality, and they must adopt some good selling plan. 
Installers and dealers in the heating and ventilating 
line who wish to increase their profits by the applica- 
tion of these principles will, it is said, find it profit- 
able to deal with a firm like the Beckwith Company, 
Round Oak Falls, 174 Front Street, Dowagiac, Mich- 
igan, which manufactures the Round Oak Moistair 
Heating System, 
shown in the 
illus- 


In other words, they must sell 


ac- 
companying 
tration. This com- 
pany helps the 
dealer or installer 
put the above men- 
tioned principles in 
application first, by 
selling him a 
standardized brand 
and giving him the 
benefit of a huge 
advertis- 


zx 
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Round Oak Moistair Heating System. 


national 
ing campaign which it is now conducting, and second, 
by offering him a strong selling plan. All that the 
dealer or installer has to do to get this Sales and Profit 
Plan, as it is called, is to fill out the coupon in the 
lower right hand corner of the company’s advertise- 
ment appearing in this issue of AMERICAN ARTISAN 
AND HarbDWARE Recorp. It is claimed by the manu- 
facturers that this selling plan will bring contracts to 
the dealer or installer far enough ahead so that he 
may intelligently lay plans, buy equipment in quantity 
lots, save money, and give his customer better service. 
Dealers and installers are advised to fill out the coupon 
immediately and receive the Sales and Profit Plan. 





WANTS CATALOGS OF WARM AIR HEATERS. 


With a view to selecting a reliable line of pipeless 
as well as pipe warm air heaters, J. K. Mohler of 
Ephrata, Pennsylvania, wants to get catalogs, price 
lists, descriptive literature, and other particulars from 
manufacturers of warm air heaters. 

rina 


ECONOMICAL WARM AIR HEATERS ARE 
FINE TRADE PRODUCERS. 


The American people have adopted economy as their 
watchword, at least for the duration of the war. 
Everybody realizes the necessity for carrying out this 
motto. People who have hitherto purchased articles 
with the greatest carelessness and with little thought 
are now buying in a conservative manner. Only those 
brands of goods which are known to be the most eco- 
nomical are receiving the attention of buyers. The 
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wise dealers, therefore, are those who keep abreast of 
the times by handling such 
goods. They know that it means 
increased Heating and 
ventilating find it 
profitable to sell warm air heat- 


sales. 

men will 
ers that are economical, such as 
the Giltedge Warm Air Heaters, 
manufactured by R. J. Schwab 
and Sons Company, Milwaukee, 


Wisconsin. The warm air heat- 





er illustrated herewith is the 
Giltedge Badger, for burning 
hard coal exclusively. is 
G'itedge r | ' 7 oe It 
Warm Air Heater, claimed by the manufacturers 
Made by ai a a . 
R. J. Schwab and Sons_ that the many fine features which 
Company, . 
Milwaukee, Wisconsin. these heaters possess make them 


not only economical, but also durable and high grade 
in every respect. Dealers and installers will find it to 
their advantage to investigate the merits of these warm 
air heaters. Price lists and the Company’s latest 
catalog will be sent by the manufacturers upon appli- 


cation. 





IS SIMPLY CONSTRUCTED AND WILL BURN 
ANY KIND OF FUEL. 


In the proper construction of a warm air heater it 
has been proved that simplicity is a very important 
requisite. A heater that has few parts is easy to set 
up, install, and operate. It can be kept in order with 
very little effort. This is said to be true of the Lennox 
Torrid Zone Steel Warm Air Heater, shown in the 
accompanying illustration. The 
Company of Marshalltown, lowa, which manufactures 


Lennox Il urnace 


this heater, claims that it is simplicity itself. How- 
ever this is not the only feature of the heater. 

Another big advantage is the fact that it burns any 
kind of fuel successfully. lor this reason it is eco- 
It burns smoke, gas, 


nomical in fuel consumption, 


and soot and 
consequently it 
does not require 
frequent clean 
ing. The 


ing surfaces are 


heat- 


vertical and al- 
low no accumu 
ashes 
This 


insures a prime 


lation of 
and soot. 
heating surface 
at all times. It 
is declared that 
anyone can tend 





this heater. The 


Lennox Torrid Zone Steel Warm Air 


Heater. grates 
to be easy to shake and dump, and the big double doors 
make the heater easy to stoke. Still another im 
portant feature of this warm air heater is the fact 


are said 


that it does not menace the health of the user. 

All the working parts, including the sectional fire 
box, are enclosed in a steel combustion chamber, which 
is riveted, gas and dust-tight. It is maintained that 
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even if the fire pot cracked it could not leak gas and 
dust into the air chamber and through the pipes into 
the room. The Lennox Torrid Zone Steel Warm Air 
Heaters are made in many different types and sizes. 
Full information regarding these types may be found 
in the company’s catalog “N” which will be sent by 
the manufacturers to all dealers who apply for it. 


IS PROFITABLE TO DEALER AND SATISFIES 
CUSTOMERS. 





The dealer who is able to put himself in the posi- 
tion of his customers will always be able to keep his 
This 

\ll progressive 


customers and increase his trade. is too self 
evident to require an explanation. 
merchants are applying this principle to their business. 
l‘or instance, in the sale of warm air heaters, the dealer 
must realize that, in the first place, a majority of his 
customers are engaged in a great struggle to cut down 
the high cost of living. Consequently, they will reject 
any warm air heater which continually brings them 
new expenses and causes them more trouble. 

They will demand a heater which will save them 
the 


Secondly, 


money on their fuel bills, and will spare them 
trouble of keeping it continually in repair. 
they will demand a warm air heater which provides 
them with healthful ventilation and which eliminates 
all possibility of sickness caused by improper ventila 
tion; and thirdly, they will want a warm air heater 


The 


Haynes-Langenberg Manufacturing Company of St. 


which is easily handled and which saves time. 


lLouis, Missouri, claims that its front Rank Steel lur 
nace meets all these requirements and is thus a source 


of profit to dealers and installers. 


It is claimed that 
the “Front Rank” 
Warm Air Heat 
er, illustrated 
herewith, will 
burn any kind of 
fuel successfully. 


The radiators will 


positively not 
choke up even 
with the dirtiest 


soft coal, because 
they are very 
large. They have 
a Capacity more 


than three times 





“Front Rank” Warm Air Heater. that of the pipe. 
Consequently, this warm air heater is a very economi 
cal one, 

Also, this heater is said to meet every health require 
ment. All the parts which enclose the fire or gases 
of combustion are made of steel, and the escape of 
any poisonous gas, such as carbon monoxide, is im- 
possible. 

Furthermore, it is declared that this heater can be 
most easily handled, and that it is a great time saver. 
It is that the different 


parts can be easily, inexpensively, and quickly re 


constructed in such a way 


placed. Full particulars may be had by applying for 


a copy of the Company’s latest catalog. 
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ANOTHER SOLUTION IS OFFERED FOR 
HEATING PROBLEM. 


An evidence of the proper spirit of co-operation is 
found in the number of articles which have thus far 
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side wall wood faces, and register faces for cold air 
ducts. Price lists are also included in the booklet. 
The company claims that its registers are the only 
ones combining the essential features of full free-air 
capacity of grille and boot with perfect operation and 




















































































































been received offering solutions — 
for the heating problem which , 
was published on page 34 of the Ww E 
January 26, 1918, issue of i 
i <4 5 a aa S LIVING Room DINING Ro®&m 
AMERICAN ARTISAN AND HArb- \ 
WARE Recorp. The educational 
value of the articles already re- J 
ceived and published is beyond QOIN. PIPE 
question. The spirit of helpful- GoLO AIR) oom 
ness which inspired them is pans 
thoroughly American and au- STAGK To = STACK To 
7 TWO ROOMS Two Rooms 
gurs well for the future of in- VESTAIRS aie upstairs 
dustry in general throughout our =}}——— a C Het = 
land. The following solution tind eon 0 s~jJ\ 115°. ad side i x. ve = 
with its accompanying diagram ee | _— 
deserves close attention and 
careful study: # 
To AMERICAN ARTISAN AND oe “ie” “1s nahin 
HARDWARE RECORD: FIRST FLOOR . © 
| was looking over the Janu- : wo 
ary 26, 1918, issue of AMERICAN \ ik sini ei 
ARTISAN AND HARDWARE BEO ROOM [: i TWO ROOMS, 
Recorp and found on page 34 a HHH 20 in. PLPE WSTMAG, 
diagram of a faulty warm air ————— UJ OOLO AIR 
heating system. I am _ sending J 
you a diagram of the system as I 
I would design it if I were in- REAR HALE 
stalling the job. I have installed 
warm air heating systems of all Ps Ps 
kinds for a good many years. I — ' — ec . 3 — 


find that the best systems that 
give no trouble are the ones that have the warm air 
heating pipes very short and as near the same length 
as possible. In carrying the warm air in large pipes 
there is not so much heat lost, and if only part of 


the house is to be heated, this system will give better ” 


satisfaction. If the cold air pipes are short the sys- 
tem will heat the house in much less time and will not 
heat the warm air heater casings as much, but they 
want to have as many inches of air as the warm air 
pipes have, or a little more is better. 
Curis. EHLINGER, 
With G. F. Gale Hardware. 


Vinton, lowa, February 1, 1918. 
eo 


ROCK ISLAND REGISTER COMPANY SENDS 
OUT,INTERESTING HEATING BOOKLET. 


A booklet called, “How to Make a Real Heating 
Plant of the Pipeless Furnace,” has been issued by the 
Rock Island Register Company of Rock Island, Illi- 
nois, as a supplement of its new catalog number six. 
The supplement is intended to familiarize the trade 
with the Rock Island Special No Streak Wall Regis- 
ters for one, two and three pipe installations. The 
booklet contains instructive illustrations on this kind 


of installation. There are also illustrations showing 


various kinds of registers, galvanized fittings, boxes 
for registers, floor faces, adjustable ceiling ventilators, 


Soluticn of Heating Problem by Chris Ehlinger of Vinton, lowa. 


the guaranteed no streak joint. It is also stated that 
by using the Rock Island Special Register the full 
capacity of the plant can be secured increasing the 
efficiency and materially increasing the life of the 
warm air heater. In fact, it is declared that when 
these registers are installed, a warm air heater one- 
third to one-half smaller can be used to do the same 
work as the common one-pipe installation. 

Warm air heating men are advised to send for the 
company’s latest catalog number six, as it is said to 
have everything necessary for the installation of a 
warm air heater. The catalog contains many fine 
illustrations, and the articles shown therein are all 
listed for convenient reference. The catalog also 
contains valuable reference tables and general infor- 
mation for those interested in warm air heating. 





RECEIVES HELPFUL INFORMATION. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 

It gives me great pleasure to renew my subscrip- 
tion. Allow me to express my appreciation for the 
helpful information I have received from AMERICAN 
ARTISAN, as well as for prompt service I have been 
given. 

Ernest Dvst. 


South Chicago, Illinois, February 10, 1918. 
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PRACTICAL HELPS FOR THE 
TINSMITH 














PATTERNS FOR RAKING PEDIMENT. 


By O. W. Korue. 

In this drawing we have the pediment commonly 
called the gable designed after the old Grecian method. 
The first thing is to know the extreme width as A-A. 
Then bisect the center a, and describe the semicircle 


length of return on the ends. Next divide all curved 
lines into any number of equal spaces and number each 
point and bend as shown from 1 to 14. From each of 
these points draw lines parallel to A-c intersecting the 
To set off the pattern, pick the 
Through 


miter lines shown, 
stretchout and set off at right angles to B-c. 
these points draw stretchout lines and from each point 
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Patterns for Raking Pediment. 


A-b-A. Set trammel points b-A as radius and describe 
thearcA-c-A. This enables you to draw the pediment as 
shown. The matter of detailing the design is very im- 
portant. The workman cannot study the relation of 
details and of proportion too much. Merely to draw 
a conglomeration of mouldings means nothing and 
looks worse. Therefore the workman must ever be 
on the lookout and study the different designs as he 
finds them on buildings, designed by reputable arch- 
itects. It is better to get drawings for the five orders 
of architecture and detail each one 3 or 4 feet high. 
This gives the workman a perfect example to go by 
and will also increase his artistic ability, to know what 
looks well and what does not. 

Having the pediment detailed as shown then ob- 
serve the sectional detail which gives the width or 


in the miter line, project perpendicular points into 
stretchout, cutting those lines having similar number. 
The same holds good for the 
The pattern 


This gives the pattern. 
horizontal fascia pattern shown below. 
for the return is laid off the same way and is shown at 
the other end, not having room on the right end. 

The width is made equal to the projection of sec- 
tional detail. This problem should be detailed consid- 
erably larger than each pattern tried out to know their 
value. 

2 

The thing in which all merchants are interested is 
the making of net profits. To do this, too much stress 
is oftentimes laid upon volume with a corresponding 
amount of business which instead of showing a profit 
acts as a drain upon net returns already made. 
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SHEET METAL CONTRACTORS OF FLINT, 
MICHIGAN, HAVE STRONG LOCAL. 


By reason of the energy and continuous enthusiasm 
of its members, the Flint, Michigan,, Local of the 
Michigan Sheet Metal Contractors’ Association is 
considered throughout the state as the model organiza- 
tion of its kind. It 
has the largest mem- 
bership of any local 
of the Association. Its 


meetings are never 
dull nor formal. In- 


stead of taking up the 
major portion of the 
time with monoto- 
nous parliamentary 
routine, the meetings 
are devotec to the dis- 
cussion of matters of 


Members of Flint, Michigan, 


ri hard Butter, A. E. George, 


timely importance. A 
feature which has 
been largely instru- Wiiliam Schweitzer, J. W. Church. 
mental in the success 
of the Local is the generous use made of the black- 
board for explaining topics under consideration. 

The Flint Sheet 
power of social and athletic activities to promote or- 


Metal Contractors believe in the 


ganization and sustain the interest of the members. 
They rightly boast of having the best bowling team in 
the State of Michigan. A study of the men in the 
accompanying photograph shows vigor, health, and 
intelligence—bearing out the truth of the old saying, 
“A sound mind in a sound body.” The fact is that 
this particular Local has accomplished more in one 
year than most locals do in three or four years. Wil- 
liam Schweitzer, the president, and I'red Hossie, the 
secretary of the lint Sheet Metal Contractors’ Asso- 
ciation, are deserving of special mention. Both have 
worked hard and zealously for the welfare and up- 
building of the organization, 

+o 


MILWAUKEE CORRUGATING COMPANY 
ENTERTAINS VISITING HARDWARE 
DEALERS. 


Prior to the opening of the convention of the Wis- 
consin Retail Hardware Milwaukee, 
Wisconsin, February 6, 1918, the Milwaukee Corru- 
gating Company had sent individual invitations to all 
the members asking them to visit the Company’s fac- 
The invitation was ac- 


Association in 


tory during the convention. 
cepted by a large percentage of those at the conven- 
The dealers were 
One load 


tion and nobody regretted the visit. 
taken out to the factory in automobiles. 
was about ready to depart for the factory site when 
a dealer, with one foot in the “tin lizzie” and the other 
on the snow-covered sidewalk, paused to ask a “cor- 
rugated” salesman: “What about that drink from ‘city 
water mains’? Is there any bead on it?” said he. 
“Well, if there ain't, we'll put some of our Superior 
Corner Beads on,” said the salesman. The dealer 


forthwith put both feet in the “lizzie” and signaled 
tull speed ahead. 
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Sheet Metal Contractors’ Association. 
John Seitzer, 
Orcitt, William Sager and P. M. Parks. 
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It was a jolly crowd that commented on the scenery 
between Auditorium and factory. It was a jolly 
crowd that inspected the making of elbows, steel ceil- 
ing, metal lath, and siphon ventilators, but it was a 
crowd that marveled at the immense floor space, the 
forest of black and sheets that were 
stacked high and converted the factory aisles into 


galvanized 





Upper row, left to right: 


Ward Smith, Thomas Carr, E. E. Karrer, E. D. 
Second row, Jeft to right: Howard Hudson, Fred Hossie 


Bottom row, left to right: J. J. Aubry and George Shipman. 


fortified trenches. There was nothing about the 
scenery otherwise to suggest “No Man’s Land.” 

It was a crowd that were on their tiptoes when the 
big machine shop was inspected, where the patented 
machines, which make the elbows, conductor pipe, 
eaves trough and mitres, are built. It was a crowd 
that wanted to know what the galvanizing solution was 
made of and how many thousand feet of lumber were 
put into the crates that were used in shipping, to keep 
the finished building products from being damaged 
during transportation. 

Albert Wipperman of Shawano, Wisconsin, who 
made conductor pipe elbows “by the piece” 30 years 
ago said that he would have enjoyed making them 
“by the piece” on those patented machines at the price 
he used to get. 

Among the visiting retailers who were fascinated 
by the splendid manufacturing system of the Milwau- 
kee Corrugating Company and who expressed their 
admiration, were Mr. Reinke of Reinke & Court, Ap 
pleton, Wisconsin; Frank Roach of Roach Brothers, 
Fennimore, Wisconsin; R. J. Moscrop of Rockford, 
Illinois; A. Stoelting and Gust Stoelting of Kiel; 
Henry C. Weinke of Glencoe, Illinois; E. L. Clark 
of Jackson Hardware Company, Menomonie, \Ws- 
consin; Jack Hoban of William Hoban & Son, Wau- 
kegan, Illinois; E. E. Quinn of Quinn Brothers, Rice 
Lake, Wisconsin; H. J. Heyer of Darien, Wisconsin; 
and Jake Felle of Milwaukee. 

What all the visiting dealers said couldn’t be told 
in a month of Sundays, but what they all did to the 
eats and drinks was a caution. It would make any- 
body hungry and thirsty to walk the length and breadth 


of that “Milcor” factory and back. 
*2e- - 


Al Herbig has purchased the tools and equipment 
of the Yehling Sheet Metal Works of Granite City, 
Illinois, and will continue the business at 1412 Nied- 
ringhaus Avenue under the name of the Herbig Sheet 
Metal Company. 
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AMERICAN CAN COMPANY HAS BEST YEAR 
IN ITS ENTIRE HISTORY. 


The fiscal year ending December 31, 1917, proved 
to be the most successful and prosperous year in the 
history of the American Can Company of New York 


City. Net earnings for the twelve months before 
depreciation, interest, and taxes were $21,995,000 


The net re- 
sults, however, applicable to the common stock after 


against $11,091,000 the previous year. 


all charges were $5,309,073, being equal to 12.87 per 
cent, against 12.31 per cent the previous year. The 
company increased its depreciation charge $1,000,000, 
or 40 per cent over 1916, it reserved $6,000,000 for 
federal taxes against no charge for the previous year, 
and paid off 8.96 per cent back dividends on the pre- 
ferred issue, amounting to $3,696,853. 
-~o- 


ANNOUNCES THE ISSUING OF NEW SHEET 
METAL CATALOG. 


Sheet metal workers will find it worth their while 
to send in their names and addresses to the Ferdinand 
Dieckmann Company, Cincinnati, Ohio, manufactur 
ers of sheet metal conductor elbows and shoes, and 
also tin and galvanized speaking tubes and _ fittings. 
By doing this they will obtain one of the new catalogs 
which the Company is preparing to issue. The cata- 
log will be ready for distribution the latter part of 
this month, and will be, according to the Company, 
very handsome and inclusive. The articles to be listed 
in the catalog will be of great value to tinsmiths and 
sheet metal workers, it is declared. One big feature 
of the book will be the attractive illustrations of the 
various articles. 

coe 


GETS ADVERTISING HELPS. 


To AMERICAN ARTISAN AND* HARDWARE RECORD: 
I am pleased to inform you that I have found your 
wonderful one. 


paper to be a Your editorials and 


advertisements are both instructive. In fact, | have 
successfully used in my advertising many ideas which 
[ got from reading AMERICAN ArtISAN. I would 
suggest that your subscribers write when they have 
tried out certain methods, as I believe that we can 
learn much from the experience of others. 
Yours truly, 
CHaArLes Haun, 
Sheet Metal Worker. 
Chicago, Illinois, February 13, 1918. 
+o 


“KINKS”’ IS BOOK FOR TINSMITHS. 


rhe genuinely ambitious person is never content 
He 


Industrious workmen make a study of 


with the knowledge he already has. tries to 
learn more. 
their trade. They welcome any suggestions which 
will help them improve. They read books and edu- 
cate themselves. The tinsmith of 
learning by reading will find practically everything 
that is to be desired in the new book, “Kinks,” which 
has just come from the press. The complete title of 


the book is, “Kinks and Labor Saving Methods For 


who is desirous 


Sheet Metal Workers.” This book is the first volume 
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of a series to be issued with the purpose of providing 


the workers of the trade with “original means and 
devices successfully employed by sheet metal trades- 
men for expediting work and saving material.” 

One chapter deals with short methods of pattern 
cutting, and gives many quick and simple ways for 
cutting patterns for different kinds of elbows, offsets, 
tees, eaves trough mitres, panel mitres, a tapering 
roof flange, a rain cap, chimney tops, flaring pans, a 
reducing collar, etc. Several devices are shown which 
would be convenient for use, such as a bench hold- 
down, a scheme for holding patterns while transfer- 
ring, a pipe groover, a come-along, etc. 

There is also a chapter on duck joints, lock joints, 
seams, punching, riveting, etc. This chapter shows 
many kinds of locks and seams, and gives methods of 
repairing, riveting sheets, etc. <A third chapter is 
devoted to solders, soldering, fluxes, ete. This chap- 
ter contains numerous original recipes for aluminum 
solder, soldering fluxes, and solder for various pur- 
poses. It also tells of handy devices for soldering, 
such as a non-spilling acid cup, 

Another chapter contains aids to the use of the 
steel square, and gives suggestions of special applica 
tion to sheet metal workers. The fifth chapter gives 
information on calculating in decimals, the knowledge 
of which may save the workman much valuable time. 
The last chapter shows a model kit, and tells how to 
make it. This chapter possesses much practical value. 

This book 


the right size for the pocket. It is 


valuable consists of 119 and is 


pages, 
bound in cloth 
and contains about one hundred fine illustrations. — It 
from AMERICAN ARTISAN AND 


may be purchased 


Harpware Recorp, and retails at $1.00 per copy. 
“e- 


THE KIND OF A MAN TO HIRE. 


When you want to hire a man, get one whose chil- 
dren always go with him in the morning as far as the 
street car and who then stand on the corner waving as 
long as the car remains in sight. You won't make 
any mistake in that man. 


eo 


FINDS AMERICAN ARTISAN GREAT HELP 
IN BUSINESS. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 


Please renew my subscription to your paper. [| am 
pleased to inform you that since becoming a subscriber 
to AMERICAN ARTISAN I have started a sheet metal 
shop, and find the paper a great help in my business. 

Gust BAKER, 

Sheet Metal \Worker. 
Fort Wayne, Indiana, lebruary 8, 1918 
CEE RE aS 
OBITUARY. 
F. W. Matthiessen. 

la Salle, Ilinois, was deprived of one of its most 
useful citizens and kind souls when I. \W. Matthiessen 
igik. He 


born in Germany in 1835, but in 1856 came to America 


died at his home there lebruary 11, was 


with Edward C. Hegeler, a fellow student at l’reiberg, 
and together they started experiments in the zinc ore 
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field which led to the establishment of the Matthiessen 
and Hegeler zinc plant at La Salle in 1858, which has 
since become one of the largest in America. 

Years later, when the zinc plant was a successful 
institution, Mr. Matthiessen took an interest in the 
manufacture of alarm clocks, and became the principal 
owner of the Western Clock Company, makers of the 
From 1887 to 1896 Mr. Matthiessen was 
mayor of La Salle. He is credited with being the 
pioneer in the manufacture of sulphuric acid, to which 
industry La Salle owes much of its development and 
The deceased 


‘Big Ben.” 


high standing in the industrial world. 
was noted as a philanthropist and a worker for civic 
betterment in his own city, having frequently given 
money for schools, roads, and various institutions. 

He is survived by three children, Mrs. Henry Mat- 
Irvington of Hudson, New York; Mrs. 
George P. Blow of La Salle, Illinois; and I’. W. 
Matthiessen, Jr., of La Salle, Illinois. 

Dewey H. Walker. 

Leaving behind him a reputation for unqualified 
honesty and amiability, Dewey Hamilton Walker 
passed from this world, a victim of pneumonia, Feb- 
ruary 12, 1918. Mr. Walker was born November 22, 
1871, in Fairport, which is a suburb of Rochester, 
New York. He attended the public and high schools 
of his home town, and later on took a course in a busi- 


thiessen 





D. H. Walker. 


ness college, after which he took up practical work in 
business offices. 

In 1893 he secured a position as stenographer in the 
main office of the Co-operative Foundry Company at 
Rochester, New York, and remained there for nearly 
fifteen years, during which time he became thoroughly 
familiar, not only with the business methods of the 
company with which he was connected, but also with 
many important points in the manufacturing of stoves, 
ranges, and warm air heating apparatus. In October, 
1907, Mr. Walker was appointed Western Manager 
with headquarters in Chicago, and it was through his 
efforts that a real start was made to build up and main- 
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tain a steady and growing business for the Co-opera- 
tive Foundry Company in the Central Western ter- 
ritory. It was due to his remarkable business ability 
that a very large business was built up in the Chicago 
territory, which includes Ohio, Indiana, Iowa, Wis- 
consin, and northern Missouri. 

The most prominent characteristic of Mr. Walker 
was the fact that he so thoroughly believed in satis- 
factory service as being the most important founda- 
tion for building up a business. He would go to al- 
most any length in order to satisfy a customer, and 
there was a saying among the trade that if he promised 
that delivery would be made at a certain time, neither 
railroad wrecks nor any other accidents could stop him 
from making the delivery. 

Besides being an honest and efficient business man, 
Mr. Walker was known for “his personal magnetism 
and unvarying good nature under all conditions. His 
character was so fine and his disposition so pleasing 
that he made friends wherever he went, and his death 
is received with the deepest sorrow and regret by the 
large number of people who know him. Mr. Walker 
is survived by a wife and a son. 

2 
NOTES AND QUERIES. 


Heavy Canvas Tool Bags. 
From E. L. Hyre, Saybrook, Illinois. 

Kindly let me know where I can obtain heavy can- 
vas tool bags. 

Ans.—Mathias Klein and West Van 
suren Street, Chicago, Illinois; Fred L. Meckel, 11 
East 13th Street, Chicago, Illinois; R. M. Starbuck 
and Sons, Hartford, Connecticut; William Johnson, 
Newark, New Jersey. 

Flexible Hack Saw Blades. 
From F. D. Kees Mfg. Company, Beatrice, Nebraska. 

Kindly inform us where we can purchase flexible 


hack saw blades for use in a metal sawing machines 
blades to be in straight lengths not punched. 

Ans.—E, C. Atkins and Company, Indianapolis, 
Indiana, and 64 East South Water Street, Chicago, 
Illinois ; Henry Disston and Sons, Philadelphia, Penn- 
sylvania, and 570 West Washington Street, Chicago, 
Illinois ; Simonds Manufacturing Company, I*itchburg, 
Massachusetts, and 1604 South Western Avenue, Cli 
cago, Illinois. 


Sons, 562 


Strainer for Cistern Pump. 


From Gus A. Faulhaber, 349 East Church Street, Adrian, 


Michigan. 

Please tell me where I can get a strainer to attach 
to a cistern pump. 

Ans.—Bishop, Babcock, Becker and Company, 22! 
West Washington Street; Henion and Hubbell, 217 
North Jefferson Street; and Goulds Manufacturing 
Company, 12 South Clinton Street ; all of Chicago. 


ieiuicedicnennlin A entices 
For the purpose of manufacturing sheet metal ma- 
chinery and sheet metal products, the Streine Too! & 
Manufacturing Company has been organized at New 
3remen, Ohio, with a capital stock of $100,000. The 
general manager of the new company is Frank H. 
Streine, formerly assistant manager of the Bickett 
Machine & Manufacturing Company of Cincinnati, 
Ohio. The directors are: J. W. Eiting, C. F. Her- 
kenhoff, Dr. C. L. Dine, and A. L. Herkenhoff. 
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1,254,020, 
Philadelphia, 
Philadelphia, Pa., 
1915. 

1,254,051. 


Therefor. Alfred B. Bell, 


Hinge and Casing 
Pa., assignor to Hale and Kilburn Company, 


a Corporation of Delaware. Filed Mar. 23, 


Washing-Machine. Lawrence W. Mammen, 
Chicago, Ill. Filed Nov. 3, 1916. 
1,254,071. Chuck. William F. Reinlie, Chicago, IIl., as 


signor to Illinois Tool Works, Chicago, Ill., a Corporation of 


Illinois. Filed Jan. 15, 1917. 

1,254,094. Adjustable Bracket. Engelbert J. Vogt, Grand 
Rapids, Mich. Filed Oct. 16, 1916. 

1,254,119. Nutcracker. Zera J. Chamberlain and Frank 
Low, St. Louis, Mo. Filed Sept. 18, 1915. 

1,254,130. Gun. Frank L. Fencl and Francis M. Hinkle, 
Table Rock, Nebr. Filed July 30, 1917. 

_1,254,140, Lawn-Trimmer. August Huberty, Canton, 
Ohio. Filed June 5, 1917. 


1,254,187. Washing- Machine Cylinder. 

Aldrich, ‘Antigo, Wis. Filed Oct. 4, 1915. 

» O54 ,209. Hydrocarbon-Burner. Hawley FE.  Daines, 
Orion, Mich., assignor to Gas Oil Stove Company, Detroit, 
Mich., a Corporation of Michigan. Filed Sept. 27, 1916. 
_ 1,254,216. Ventilator. George A. L. Draws, Milwaukee, 
Wis. Filed Jan. 13, 1917. 
_ 1,254,245, io oe Julius C. Lehmann, Brooklyn, N. 
Y. Filed Dec. 1916. 

1,254,284. pe ag Shears, Pruner and the Like. Richard 
nan Southwood, Upper Norwood, England. Filed Jan. 10, 

1,254,287. Dish-Drying Rack and Pan. 
Sterling San Francisco, Cal., assignor to F. 


George William 


Frederick W. 
C. Koerber Co., 


Oakland, Cal., a Copartnership. Filed Mar. 6, 1917. 

1,254, 298. Rolling-Pin. William Anton, West Duluth, 
Minn. Filed Oct. 2, 1916. 

1,254,384. Cooking Utensil. Emma L. Albro, Nichols, N 

tn Apr. 4, 1916. 

254,402. Fence-Splicer. James L. Greenfield, Sand- 

wich, "Til. Apr. 19, 1916. 
_ i 254.410, Wire-Stretcher. Julius J. Larson, Durand, 
Wis. Filed June 19, 1917. 

1,254,427. Saw- ‘Set. Edward Moore, Cumberland, Md. 
om Aug. 29, 1916. 
. 254,458. Fence-Stretcher Clamp. George O. Wilson, 
Wheat, Ky. Filed June 9, 1917. 

,254,485. Bench-Drill. Paul E. Douglass, Flint, Mich. 


Filed Jan. 11, 1917. 





1,254,517. Ventilator. Albert H. Lumm, Toledo, Ohio 
Filed Aug. 20, 1917. 

1,254,551. Lifter for Cooking Utensils. Walter H. 
Tucker, Flagstaff, Ariz. Filed July 9, 1917. 

1,254,563. Bread-Knife. William Anderson, Harrisburg, 
Pa. Filed May 9, 1916. 

1,254,591. Cutlery Article. [Frederick gp ee St. 


Haskell, Chi- 


Louis, Mo., assignor of one-fourth to George S 


cago, Ill, and one-half to Fred C. Schoenthz aler, St. Louis 
Mo. Filed Aug. 21, 1915. 

1,254,597. Saw-Clamp. Edward N. Hussey, Vineland, N. 
J. Filed Nov. 4, 1916. 

1,254,607. Micrometer. William F. Koch, Brooklyn, N, 
Y. Filed June 27, 1917. 

1,254,671. Sharpener for Knives, Scissors and the Like 
Stephen H. Gallagher, Utica, N. Y. Filed May 18, 1917. 

1,254,687. Weeder. Henry Hales, Havre, Mont. Filed 
June 28, 1916. 

1,254,696. Door Opening and Closing Mechanism. 


George F. Jenkins, La Grange, Ill. Filed May 29, 1916. 
1,254,706. Track for Sliding Doors. George I}. Kurtzon, 
Chicago, Ill, assignor to Garden City Plating & Manufac 
turing Company, Chicago, Ill, a Firm composed of George 
3. and Morris Kurtzon. Filed June 25, 1917. 
1,254,740. Furring-Nail. Ardon M. Stine, Los 
Cal., assignor of one-fourth to Fred Ek. Potts, Los 


Angeles, 
\ngeles, 


Cal. Filed Mar. 14, 1917. 

1,254,765. Fire-Poker and  Clinker-Picker l‘ranklin 
Binn, Trenton, N. J. Filed Apr. 4, 1917 

12 254,814. Thermostat. I:dwin B. Lane, West |loboken, 
N. J. Filed Nov. 4, 1916. 

1,255,010. Curtain-Stretcher. James R. Hopkins, Vine 
ty Ky., assignor of one-half to William C. Woods, Vine 
Grove, Ky. Filed Aug. 29, 1916 

1,2 55,056. Plate-Lifter. John Selig, Pickering, La. Filed 
Aug. 3. 1917. 

1,255,067. Fish-Hook. Willis E. Thatcher, Cameron, 
Wis. Filed Aug. 22, 1917 

1,255,100. Hinge. Ulysses G. McQueen, New York, 

Y. Filed Jan. 3, 1916. 

1,255,106. Door-Lock. Andrei Oltean, Mohawk, Mich. 
Filed Feb, 24, 1915. 

1,255,118. Wire Clothes-Pin. James McRoberts, What 
Cheer, Iowa, assignor of one-third to A. W. McDonough, 


What Cheer, Iowa. Filed Oct. 17, 1916. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








STEEL TRADE RESPONDS TO IMPROVED 
WEATHER CONDITIONS. 





A more cheerful tone is observable in iron and steel 
market reports as a result of milder weather and freer 
movement of traffic. Estimates fix the shipment of 
steel from the mills at from 50 to 60 per-cent, with 
Priority 
orders and embargoes are in full operation. Little 
steel that is not urgently needed for war purposes 1s 
Indeed, the fact that steel is intended for 
It must have 


a minimum figure more likely to prevail. 


moving, 
military uses is not sufficient to move it. 
a priority designation. Hence the situation is con- 
fusing to a considerable degree. 

The tonnage of coke is still far below what the mills 
require, although coke has been moving in better vol- 
ume. An encouraging aspect of the situation is that 
there is no important shortage in ore. Most of the 
furnaces have stores piled up during the open lake sea- 
son and are filling their requirements without much 
There has not been much buying of im- 
portance. The question of future prices is still unde- 
cided, and hesitancy in the market is to be expected 


trouble. 


until such a time as a definite answer shall have been 
obtained. Consequently, makers are not anxious to 
sell nor are buyers eager to purchase. 

Prices are not high in comparison with those which 
obtain during the height of the run-away market, but 
they are high when contrasted with the 10-year aver- 
age. 
as prices. 
level. In fact, at the present prices the trade may be 


Costs have increased, but not to the same extent 
lence the prospect is for a lower price 


expected to show continued good earnings despite the 
augmented costs of production. The question of com- 
mitments for deliveries at unknown prices is of im- 
portance to steel makers because the prices might not 
be accepted, no matter how reasonable they might 
appear in view of the general market. 

Circumstances continue to control, and few commit- 
ments are to be expected except by makers sure of 
their ground. An increase of approximately 100,000 
tons in the January unfilled tonnage of the leading in- 
terest under present conditions has little or no signifi- 
cance. The transportation situation renders an ac- 
curate estimate of its meaning impossible. The cor- 
poration undoubtedly received a considerable volume 
of new orders in the month, but it is generally be- 
lieved that if the mills had been running at capacity 
the tonnage report would have shown a decrease. 

STEEL. 

The steel trade is speculating over the disposition 
to be made of the large tonnage of plates held on stor- 
age for Japanese account, which was caught by the 
embargo orders just as it was about to get out of the 
country. According to reports current in the trade, 





the requirements of Japan in the way of steel plates 
have been modified to a considerable extent. It is said 
that the release of only a few thousand tons has been 
requested from Washington. In the opinion of plate 
makers the modification of the ship building program 
will release a large tonnage of plates for railroad cars. 
The capacity has been greatly increased, and when 
normal conditions shall have been restored it is thought 
plate output will be easily equal to all demands for 
home consumption, 

rom the Cleveland territory comes the report of a 
tremendous unsatisfied demand for sheet bars. It is 
calculated that 50,000 tons could be immediately placed 
in that territory. Government requirements for shell 
steel and plates are so heavy that practically no open- 
hearth stock is available for other purposes. One 
maker of sheet bars declared that his finishing mills 
are being supplied solely with bessemer steel on this 
account, and, at times, even this grade is limited to 
such an extent that the bar mill operates at reduced 
capacity. Steel is now being purchased for the new 
award of 4,500 trailers for motor trucks for the army, 
which has been distributed among various builders. 
So far as known the Government has not yet dis- 
tributed tonnages in connection with inquiries recently 
put out for 100,000,000 bolts. 

COPPER. 

Practically no changes have occurred in the copper 
situation. Distribution is going forward smoothly at 
the fixed prices of 23'4c¢ per pound in car loads and 
During the recent 


24.07%4c for less than car loads. 


traffic congestion some anxiety was expressed lest re- 
finery production suffer through inability to get 
through shipments of matte and blister copper from 
smelters in the West. Lut some special copper trains 
have been arranged for by the railroads and with the 
moderation in the weather condition this anxiety has 
been dispelled. ~The Producers’ Committee in control 
of copper distribution has the situation well in hand 
and is dispensing available supplies under the rule of 
priority. It goes without saying that Government and 
Allied needs are served first, and any metal in excess 
of priority needs is distributed among outside con- 
sumers. Producers are greatly heartened by the 
favorable turn in weather situation, and are confident- 
ly looking forward to an early re-establishment of nor- 


mal conditions. 


TIN. 

Spot supplies of all grades of tin continue extremely 
scarce and command almost any price the holders care 
to ask. From now on the requirements of American 
consumers will be filled from the Far East, Straits 
being bought in Singapore, Banca in Batavia and 
Chinese 969 per cent in Hong Kong. As deliveries 
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from those primary sources to New York take at least 
ninety days, it may be several months until Ameri- 
can consumers experience real relief from the tin 
famine. A few weeks ago the tin trade was excited 
by the Government’s commandeering of 500 tons of 
}anca tin which arrived on steamers from the Far 
East. It has since then developed that much of the tin 
which was owned by consumers and needed for essen- 
tial work will be released, while that owned by im- 
porters and dealers will be held subject to requisition. 


LEAD. 

The only conspicuous buyer of lead at the present is 
the Government, which obtained its January require- 
ments of lead at 6.684 cents, St. Louis, which was the 
average price for all sales for the month. The market 
continues firm, but the situation is easier because of 
freer deliveries by the railroads. Current offerings 
are ample for all demands. 


SOLDER. 
There is no change in the market for solder, prices 
XXX 


Commercial, 4% & WY, 


(juaranteed, 4% & %, 48 


Number 1 


being as follows: 
cents ; 40 cents; 


Plumbers’, 44 cents. 


Practically no new business is being reported at 
present in the market for prime Western  spelter. 
Louis, for 


- == 


1495 cents, St. 
March 
grades are in somewhat better demand. 


Prices are unchanged at 


prompt, Iebruary, and shipment. Higher 
High grade 
spelter is in a particularly strong position as the re 


The War In 


dustries Board reached an agreement with the pro- 


sult of heavy government requisitions. 
ducers of grade “A” zine fixing a minimum price of 
i2 cents a pound f. o. b. East St. Louis, subject to 
revision on June 1; a maximum price of 14 cents per 
pound for plate zinc, f. o. b. plants, and 15 cents per 
pound for sheet zinc, f. 0. b. plants, subject to the 
The agreement has received the 
The official announce- 


usual trade discount. 
sanction of President Wilson. 
ment states certain conditions, as follows: “lirst, that 
the producers of grade “A” and of plate and sheet zinc 
will not reduce the wages now being paid; second, 
that they will sell to the allies, to the public and to 
the government at the same prices; third, that they 
will take the necessary measures under the direction 
of the War Industries Board for the distribution of 
the zinc to prevent it from falling into the hands of 
speculators who might increase the price to the public; 
and fourth, that they pledge themselves to exert every 
effort necessary to keep up the production of zinc so 
as to insure an adequate supply so long as the war 
lasts.” 


SHEETS. 

A majority of the sheet mills in the Youngstown ter- 
ritory are operating below normal on account of em- 
bargoes on all shipments East which are still in ef- 
fect. The intermittent operation of valley blast fur- 
naces has also affected their production to a consider- 
able degree. Practically no open-hearth sheet bars are 
obtainable due to the heavy requirements of the Gov- 
€rmment for this grade of steel. One valley interest 
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has not rolled sheet bars of any kind for over two 
weeks. Bessemer plants in the Youngstown and neigh- 
boring districts have operated nowhere near normal 
for the past month, and what tonnages they did blow 
were diverted to the finishing mills. Sheet mills which 
are not self-contained are even finding it difficult to 
obtain bessemer bars and are drawing heavily upon 
stocks. 


TIN PLATE. 

A somewhat acute condition has developed in the 
tin plate industry. Complaint comes from the Pitts- 
burgh district that nothing has been done during the 
past week by the Government to give additional needed 
relief to the tin plate industry in order to enable it to 
increase operation and shipment. It is said that unless 
help is forthcoming at once in the way of priority 
movement, the output—which does not exceed 50 per 
cent of capacity—will have to be further curtailed. 
The stock in all tin mills is in excess of 3,000,000 boxes 
which are stored awaiting shipment to apply on orders 
which are urgently needed for the condensed milk and 
salmon trade. It seems apparent that the food con 
servation program will suffer unless the traffic is so 
arranged that the tin plate can be moved much more 


freely than at present. 


OLD METALS. 
Due to a number of causes, trading in iron and steel 
Move- 


ment of cars by railroads is slow, and a large tonnage 


scrap is at a minimum in the Chicago market. 


of material is in transit delayed for weeks by storm 
and blockades. Consumption is cut down to a low 
mark by inability of users to operate at anything like 
capacity. In the same degree the production of new 
scrap is limited by lessened manufacturing activity. 
Wholesale dealers’ quotations in the Chicago district, 


(ld 


steel axles, $40.00 to $41.00; old iron axles, $41.00 to 


which may be considered nominal, are as follows: 


$42.00; steel springs, $34.00. to $36.00 ; Number 1 
wrought iron, $31.25; Number 1 cast iron, $25.50 to 
$26.50, all net tons. Prices for non-ferrous metals are 


as follows, per pound: Light Copper, 18% cents; 


light brass, 1114 cents; lead, 5!4 cents; zine, 5'%4 


cents : cast aluminum, 20 cents, 


PIG IRON. 

Increasing tonnage coming under Government neces 
sity on top of the recent losses of production which 
have intensified an‘already short supply, makes it im 
possible for furnaces to meet more than a fraction of 
present inquiries for pig iron. Some furnace interests 
already are pro-rating tonnage to regular customers 
for the last half in anticipation of heavy Government 
demands. Important consumers are facing difficulty 
because of stacks being kept exclusively on basic, which 
had been supplying foundry and malleable grades in 
the past. Many basic buyers are still hunting tonnage. 
Many of the furnaces in the East which recently were 
selling for second half have withdrawn, their booking 
being as large as they feel justified in taking on at this 
time. In the Chicago district, selling of pig iron for 
last half delivery is being carried on steadily by local 
makers, and probably more than 50 per cent of last 
half production already has been covered. 
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METALS. LEAD. BEATERS. 
mosionn Fig..c0.-- 200+ ++000+ OF SB Bering Madet......cccccccesss 60% -“~¥ Per doz. 
BOS... cccccccccccccccscces 8 00 "6 prt 
ee TTR C #0 2 a 010 0:0: 0:010 
be vebenseees 1 
Pull coile....... 100 lbs. $9 50 
PIG IRON. Cut coile........per 100 Ibs. 9 75| Hollow. Ege. Per doz 
tes cctinnenneess $33 00 DonmeyS,.-cccceced per r VET owes snes 
Norther Pay. No. 2... 33 00 TIN. Stearns, No. 3...... o «+ @ 0. 102 © a 1 35 
» No. 37 50 Pls te Nemes No. 150 hotel.... 2 10 
Lae Sup. Charcoal... 37 50 ceceemmcicsmaettae No. 10 Heavy hotel tinned... 2 10 
beeevessceee 33 50 Post Hole. ore No. 
Digwell, 8-inch...... 0. 
psn: s Post Hole and Well... Nets. 
FIRST QUALITY BRIGHT HARDWARE. Vaughan’s, 4 to 9-in.. -per doz. 10 25 
TIN PLATES. BELLOWS. 
_ aseanee Ship. Blacksmiths’ ........... paceman 40% 
ee ADZES. Pord’s, with or without screw...15% | Hand 
ON es eeecceees 18 15 | Carpenters’. Snell’ 15% 8 9 10 12 
14x20...... creseceeess20 10] Pineabe.ssccssssscseessseeseIS% Per doz. .$8 00 900 1000 1275 
14x20.............+.-23 00 | Coopers’. AWLS. Moulders’. 
MBs ccocccces cococsoeeeke Brad. 0 eeeeeee Per doz. 15 00 
Bireccsseces cocossconelly No. 3 Handled. pee per doz. $0 50 
Ratlroad. No. 1050 Handled.... 
Plumbs.......+ssseeeeeeee++20%| Shouldered, assorted 1 to 4, 4 00 |Colt BELLS. 
EEE LOO per gro. . 
tent asst’d, 1 to4.. ° 85 | 43-inch Nickeled R . 
AMMUNITION. - Raw... Lean 
Caps, Percassios—per 1,000, | Harness. Cow. 
F. ie Wetmgeaet, 1-108......32 I as “ 1 05 Sere 60%, 
Lehr pase Fe ee |e 1 00 RINE << sntecceanconncectah 
mam -32 iain, meg 
, Loaded— Peg. New Departure Automatic... $7 50 
BLUE ANNEALED SHEETS Loaded with Black Powder..... 32 ouldered......... Re 160| Rotary. 
Loaded with Smokeless Powder, % etieet ein Ree a o 75 3 -in. Old Copper a 5 00 
TE cccsnecasan per 100 Ibs. $5 45 enetieems GnOMGS..«..+ccsesse "32% 3 -in. Old Copper Bell, fancy. 7 00 
Mk Mihesadceusceoes per 100lbs. 5 50/ Loaded with Smokeless Powder, 3 -in. Nickeled Steel Bell. 5 50 
Zo Bbocccce eaeweee 100Ibs. 5 55 oo SL ERR toy ‘32% Scratch. 34-in. Nickeled Steel Bell. . 6 00 
Be BBe.cccccccccce per 100 lbs. 5 65 Winch No. | is socket sii" , 6s Hand. 
Smokeless Repeater Grade..... “ Hand Betts, —ee oneal 15% 
ONE PASS COLD ROLLED BLACK Smokelees Repeater Ors Grade...... 32%, ts Fines oes 1s ae PEE S OPIATE 5% 
No. 18-20..........per 100 Ibs. $6 25| Black Powder.........++++4..32%P eo eee 
Me. 23-26........0. per 100 Ibs. 6 30/0.M.C. AXES. SEPT. «oc cccccosccesss 10% 
ee 26. esccesccos ce eee 6 30 Nitro Club. $2 all 
No. 2 ee 100 Ibs. 6 40 } eeeeeeeseeeeeeeeee 3 Boy’s Handled. Miscellaneous. 
No. 28......-.+.+..per 100 lbs. 6 45 a reevesvcceseenes Niagara......sec00.§) 9 25 | Church and School, steel alloys. . .30% 
| Broad. Farm, Ibs... 40 50 75 4 
GALVANIZED Gun Wads—per 1000 os| Plums, West, Pat........ wine wa om ew ee 
No. 16........+++-Der 100 Iba.$ 6 95 eee seal = eee | = ~ Sen. bee een cores ? BEVELS, TEE 
No, 18-20..........per1001bs. 7 10 = «44-20 gauge....... 1 63 - — ee 402.819 on |Geentea's, cossmee’ henile, new 
No, 22-24..........per100lbs. 7 25|p ee Oe ll ekheeeeneneeerheeksees Nets 
No. 96.......++++--perl00lbs. 7 40 DuPont's Sporting, kegs ee 11 25 Stanley's iron handie............ Nets 
No, 27.......++++-sper 1001bs. 7 50 ~ ~ io: : + Single Bitted (handled). 
No. 28....-+++-+++.Der 1001be, 770) DuPont's Canisters, 1-Ib..... 56] Warren Silver Steel 15 50 BINDING, OILCLOTH. 
No. 30...... oeeeeeeDOr 100lba. 8 20 =e 32 a 
a pcs Warren Blue Finished........ 15 00 60% 
- Smokel “lb... 4, 22| Matchless Red Pole......... G6 GD tee «+00 +20+-00<eoocnssonnatee 
POLISHED SHEET STEEL. a rl gens +4 = Brass, plated..........--+0++ 60&10% 
Hee BE. ccccccccecs per 100lbs. $9 80 re Pees ; pid Single Bitted (without handles). ‘ BITS. 
No. (Pe per 1001 bs. 9 85 E has aaee Warren Silver Steel......... 13 50 — Patt 50% 
a ae .. per 1001bs. 9 90) L.&R. Orange, Extra Sporting Werren Blue Finished....... 12 50 jeaning: 6 Pattere. ......0.0000- 
Dt Cosusiadene pin ase 1025) Matchless Red Pole i 50 ‘ord’s Car and Machine....... 15 
No. 28.........--+. per 1001be. 10 00 L. & R. Orange, a | a enrenen Ford's Ship ven aap PNR 30 
cee ccccceccece 5 40) TWIN... 2. cece ee ccceccccees SIO 
aie liimeetiien Russell SRMIRG'D. « «+00 000 Oe 
SMOOTH SHEET STEEL. L.& R. Oran. ExtraSporting  ,,| Double Bitted (without handles). Clark's Expansive. iis. $33 asoes 
cere seers eeeeees® teer’: e 
Per 100 Ibe. L.a@R. on Suton Gestion bs wend s Natl. Blue, 33 +i = es ~ Lome #2 00. .25% 
Wood's Smooth No. 20........ $9 25 b. canisters ........... ee ee A eee 358&10% 
No 22-24...... 90/1 eR. Orange, Extra Sporting ae he tone Ford's “Ship Auger ” pattern 15% 
« “ No 25-26...... 9 35 }-Ib. canisters......... 32| 34 to 44 ibs. ‘advance 25c. CaF. cccccccccccccceccooses 0 
Hd ee No, 27.......-. 9 40/L.&R. at na ee i 4 vance 50c. 
oe es a Oh ..cc.. O88 tb. ee 22 4a to 58 Ibe. edvance 75c. | Center occ ccccssescecsoeeenccees 10% 
Bnei "=. Cc." and "aa se | Countersink. 
OO GHEE. 0c ccccccse | Wheeler’ . $1 80 
PATENT PLANISHED SHEET Hercules“E.C.," kegs........ 22 0c BAGS, PAPER a No. 20 mes “per dos. $1 2) 
IRON. Hercules“E.C.," $-kegs....... 11 25| pounds..... American Snailhead = 4 
Patent Planished Sheet Iron, ner “Infallible,"” 25 can | || Per 1,000. “iss 00 6's0 7°50 900 “ eR “ 120 
100 Ibs., base No. 28...... $12 75 Sleceulen “Lafailihle.* 10 can | Mahew's Piss ag layaee . 4 
drums....... Laideagkete 9 00 a) Seer a 
SOLDER. reerten “RB. ¢.. -k ae a are 5 75 BALANCES, SPRING. Dowell on 
“E. ” ~— ll lUhrl rr LULULUlUltttwt~t~C~C~”O:;C;C;*;~*;«C;C*C«C‘C(<‘(‘(‘(‘(C‘C*C*C;*;*‘CéSiiilllly: id= “ills “iii ie ty tt ty apy Oe OM 3 
XXX Guaranteed §&%..perib. 48¢ Her les “E.C." and “Infailible 1 00 Teer Russell Jennings........-. 0 
Commercial § & $....... = 46c| Hercules W. A. .30 Cal. Rife, Gimlet. 
No. 1 Plumbers... ..... “ 44c Ratio xpeanieie 1 25 Standard Double Cut........-. 25% 
Heseules a  Lightaing Rifle, — BARS, CROW. German Pattern..... per doz. $0 > 
SPBLTER Hercules ¢ Sharpshooter “Rife, Pinch or Wedge Point, perewt.. $8 00/ Gouge........ss.s. 80 
ET H +e eee ee etree eee 1 25 Mec ceseecoceeese - 1s% 
Hercules — —_ — 150 Countersink......... nor 
; ercules seye Revolver, BASKETS. | Ree 
SHEET ZINC. shana” cceee ceccceee 1 00 e cosine Sa a. 5 2 $0 
Casi lots... ......0++++ee00++822 00 NVILS, Small Willow........ per dos. 10 00 tandard Square..... = 
Less than Cask lots. .622 50 to $23 00 pa. = R. = caewad H nd N Metlum © ........ . HW 50 American = 1 75 
pecees ee 
COPPER. ASBESTOS. rainy | Serew Driver. 
Board and Paper, up to iy”. .17eper Ib. elvonined Stest, tba Ube. 1900 | a0, 7 Commen..... s 7§ 
Copper sheet, base .....++. +++ -31¥C hicker... 18c per lb. Per doz.......$8 00 $11 50 15 00 No. 1 Triumph...... a 1 2S 




























